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~P.A.'s Get SOS to Rescue Corporate Profits 


Unions Sieaanin 


Boycotts to Stem 


Ruinous’ Wave of Foreign Buying 


Chicago—Unions are getting up on their hind legs about imports 
of foreign-made tools and dies, electronics equipment, and textiles— 


particularly those with Japanese 


labels. Their protests—including 


the threat of possible boycotts—could make such industrial pur- 


chases a risky business. 


Machinists and electrical workers made the issue a live one for 
West Coast aircraft manufacturers and Midwest electronics firms 


last week. 

@Lodge 755 of the Interase| 
tional Assn. of Machinists de- 
manded that Rohr Aircraft Corp., 
a major aircraft industry subcon- 
tractor at Chula Vista, Calif, 
discontinue purchasing dies, form 
blocks and other tools from 
Japan. The union fired off tele- 
grams to Washington asking Cali- 


fornia’s senators and congressmen | 


to check the security aspects of 
the practice. 


tional Brotherhood of Electrical 
Workers warned 132 companies | 
where it has representation in the 
Chicago area that they would 
refuse to handle any Japanese- 


Deluge of Price Cuts 
In Nonferrous Metals 
May Presage Stability 

New York—Price jitters in 


nonferrous metals and brass mill 
products may have run 


of cuts. Metal men feel that a 


| period of price stability now lies | § 
@Local 1031 of the Interna-| 


ahead: for these products: 


© Copper—The 1¢/Ib. cut in 
|copper by major mining com- 


| panies—which sent the producer | 
price down to the smelters’ level | 


their | 
course with last week’s splurge | 


As competition gets rougher, more firms are 
putting purchasing on the top management 
board of strategy. Some dramatic examples: 


Dow Chemical: 
ACF Industries: 


AMF: 


Cerro de Pasco: 


Union Carbide: 


Studebaker- 
Packard: 


Director of Purchases 
David Baird 


Vice President Purchases 
Harvey Hopkins 


Procurement Administrator 
Leon A. Menzl 


Vice President & P.A. 
David A. Bancel 


Director of Purchases 
Hermann K. Intemann 


Vice President 
John Solech 


Revival of the Economy 
Won't Do Much to Ease 
The Pinch on Earnings 


New Yor 

| tives will be expected to play a 

key role in rescuing 1961 cor- 
porate profits. Three newsworthy 
facts made that crystal clear this 
| week: 

(1) More and more industrial 
| giants are inviting purchasing ex- 
perts into the managerial inner- 
sanctum—as witness Dow Chem- 
ical’s nod to David C. Baird (see 


| adjoining article). 


(2) The American Manage- 
/ment Assn. will start the creation 
of a formal purchasing division in 
'a couple of weeks (see PW, Jan. 
16, p. 1). 

(3) The continued slow pulse 
of profits demands skillful doc- 
| toring. 

In a nutshell, the profit situa- 
| tion for 1961 is handily contained 
| in this pair of quotes: 

@ The First National City Bank 
says that manufacturing profits 


have plummeted from 1947-50 
levels of 6.6% to less than 5%. 


Dow Gives. eliaion Top Stats States; 
Names Its Pricing Expert as Chief 


Midland, Mich.—Dow Chemical Co., 
period of tough pricing competition, has done what so many other | 
major companies are doing these days—turned the spotlight on 
its purchasing function. 

Dow established its first full-time corporate-level purchasing 


of 29¢/lb.—is expected to bring 
into the market many of the 
buyers who had been waiting on 
the sidelines. 

@ Zinc — Buyers got a solid 
base price — 11'2¢/lb. — for 
the first time in months when St. 
Joseph Lead Co. abandoned its | 
recent policy of discounting 
Y2¢/\lb. off the prevailing mar- 


made parts after May 1. 
@In New York, the Amalga- 
mated Clothing Workers warned 
(Turn to page 38, column 4) 


@ Louis H. Engel, a top officer 
of Merrill Lynch, Pierce, Fenner 
& Smith, says that while over-all 

| sales are quite good, a squeeze 
has developed between the down- 
ward pressure of high capacity 
| and the upward pressure of 
(Turn to page 38, column 1) 


gearing for an extended 


IH ‘Scout’ Goes on Sale; 
New Truck Line Unveiled 
department 


Chicago — International Har- 
vester has set price tags of 
$1,598 and $1,948 on the two- 
wheel and four-wheel drive mod- 
els of the Scout vehicle, its first 
entry into the compact truck 
field. At the same time, the com- 
pany also unveiled a new line of 
light-duty trucks, designated the 
C-line. 

The Scout, which was first an- 
nounced late last year, (see PW, 

(Turn to page 25 column 1) 


ket price for the metal. 


adjustments of these tags to re- 
flect recent reductions in metal 
costs. 

Thus, the copper content for 
brass mill products was reduced 
by 1¢/Ib., zinc content by 112 ¢/ 
lb., tin content by 3% ¢/lb., and 


lead content by 1¢/lb. A pound 
(Turn to page 37, column 1) 


@ Brass mill products — Two} 
price cuts last week completed | | 


D. C. BAIRD 


virtually 100% 


and in doing 
so has pulled 
what may turn 
out to be a 
key strategic 
maneuver. 
has turned or- 
ganization and 
direction 
its heretofore 
divisionalized 
procurement activities over to the 


———This Week's 


It 


of 


Purchasing 
Perspective 


A government-sponsored study group offered a potential tran- 
quilizer to labor conscious purchasing executives last 


JAN. 23-29 


company’s own top pricing ad- 
ministrator. 
Dow picked David C. Baird, 
manager of its corporate pricing 
(Turn to page 37, column 2) 


week. In effect it said: Don’t believe all you have read or heard 
about the wage-price effects of major settlements in the steel 
industry because they had only minimal effects on price levels. 

Purchasing men who came through the 16-day steel strike 
relatively unscathed in 1959 may agree with many of the con- 
troversial points in a new government study assessing that walkout 
and previous steel industry shutdowns. 

But others, still touchy on the subject of past price increases 
and added labor costs, will dispute the document in a number 
of its assertions. 

The report—one of the most unusual legacies left by the out- 
going Eisenhower Administration—disputes many long-held 
theories on the effects of the series of postwar steel strikes. 
Produced by a study group assembled by Eisenhower Labor 
Secretary Mitchell and headed by a Harvard economist it came 
up with these major conclusions: 

@The steel industry’s strikes, topped by the 1959 record- 
| breaker, actually did no permanent damage to the U.S. economy. 

@ The theory that such strikes threatened- national emergencies 
are “exaggerated” and subsequent government inférvention only 
delayed the actual strike settlements. Intervention, by federal 

(Turn to page 37, column 4) 


P/W PANORAMA 


@ How to Order Scientifically. In this week’s issue, P/W 
concludes its two-part series on the Economic Order Value 
method. If you missed the first part of this handy guide to 
EOV, or want extra copies, mail the coupon on page 22 to us. 


Truckers Eye New Rates 


Cleveland—East Central states 
truckers will announce this week 
whether they intend to file a new 
flat rate system for small ship- 
ments. Shippers, who claim the | 
proposed schedule would add 
10% to shipping costs, threaten 
A a any such plan before the 


@ Bright Future for Foam. ‘Product Perspective’ on page 31 
points out that foam may have a greater impact on packag- 
ing than anything since the advent of film. If you're interested 
in packaging, you'll want to read this appraisal. 


@ The Hard-Pressed Coal Industry is improving its competi- 
tive position with other fuels by keeping a sharp eye on costs. 
The story on page 28 assesses the coal price situation as it 
now is, and how it looks for the rest of ‘61. 


The Eastern Central Motor 
Carriers Assn, a_ rate-making | 
group, wants a flat rate system for 
small shipments without regard 
to class. The issue was debated | 
| last week here at an unusual sec- | 
(Turn to page 37, column 4) | 


@ Fixed Prices Are Defended by the British transformer in- 
dustry. ‘Foreign Perspective’ on page 14 tells how—and 
why—transformer manufacturers in Britain are fighting to 
maintain price agreements they have had for 30 years. 


Purchasing Week Industrial Materials Price Barometer 
cue | 
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Week 
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This index, based on 17 basic materials, was especially 
designed by the McGraw-Hill Department of Economics. 
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This Week's Commodity Prices 


Jan. 18 


METALS 

Pig iron, Bessemer Pitts., gross ton 

Pig iron, basic, valley, gross ton 

Steel, billets, Pitts., net ton 

Steel, structural shapes, Pitts., cwt 

Steel, structural shapes, Los Angeles, cwt 
Steel, bars, del., Phiia., cwt 

Steel, bars, Pitts., cwt 

Steel, plates, Chicago, 

Steel scrap, #1 heavy, del. Pitts., gross ton 
Steel scrap, #1 heavy, del. Cleve., gross ton 


Steel scrap, #1 heavy, del. Chicago, gross ton 
Aluminum, pig, Ib 

Secondary aluminum, #380 Ib 

Copper, electrolytic, wire bars, refinery, Ib 
Copper scrap, #2, smelters price, Ib 


Lead, common, N.Y., Ib 

Nickel, electrolytic, producers, Ib 
Tin, Striits, N.Y., 1 

Zinc, Prime West, East St. Louis, Ib 


FUELSt 

Fuel oil #6 or Bunker C, Gulf, bbl 

Fuel oil #6 or Bunker C, N.Y., barge, bbl 
Heavy fuel, PS 400, Los Angeles, rack. bbl 
Lp-Gas, Propane, Okla., tank cars, gal 


67.00 
66.00 
80.00 

5.50 


Gasoline, 92 oct. reg., Chicago, tank car, gal 
Gasoline, 84 oct, reg., Los Angeles, rack, gal 
Kerosene, Gulf, Cargoes, gal 

Heating oil #2, Chicago, bulk, gal 


CHEMICALS 

Ammonia, anhydros, refrigeration, tanks, ton 
Benzene, petroleum, tanks, Houston, gal 
Caustic soda, 76% solid, drums, carlots, cwt 
Coconut oil, inedible, crude, tanks, N.Y. Ib 
Glycerine, synthetic, tanks, Ib 


Linseed oil, raw, in drums, carlots, Ib 

Phthalic anhydride, tanks, Ib 

Polyethylene resin, high pressure molding, carlots, Ib. . 
Rosin, W.G. grade, carlots, fob N.Y. cwt 

Shellac, T.N., N.Y. Ib 


Soda ash, 58%, light, carlots, cwt 

Sulfur, crude, bulk, long ton 

Sulfuric acid, 66° commercial, tanks, ton 
Tallow, inedible, fancy, tank cars, N.Y. Ib 
Titanium dioxide, anatase, reg. carlots, tb 


PAPER 

Book paper, A grade, Eng. finish, Untrimmed, carlots, 
AEE aka dia Raith ee k4e's las Cus eee 6 ees 

Bond paper, #1 sulfite, water marked, 20 Ib, carton 
NEES 5 Ste E wr Ls. a hice a, otublea ali b yd ecdrd.0' © 

Chipboard, del. N.Y., carlots, ton 

Wrapping paper, std. Kraft, basis wt. 50 Ib rolls...... 

Gummed memes tape, #2, 60 Ib basis, 600 ft. bundle. . 

Old corrugated boxes, dealers, Chicago, ton 


BUILDING MATERIALS: 

Cement, Portland, bulk carlots, fob New Orleans, bbl. . 
Cement, Portland, bulk carlots, fob N.Y., bbl 
Southern pine, 2x4, s4s, trucklots, fob N.Y., mftbm.. . 
Douglas fir, 2x4, s4s, carlots, fob Chicago, mftbm... . 
Spruce, 2x4, s4s, carlots, fob Toronto, mftbm 

Fir plywood, %4” AD, 4x8, dealer, crid, fob mill, msf. . 


TEXTILES 

Burlap, 10 oz. 40”, N.Y., yd 

Cotton middling, 1”, N.Y., Ib 
Printcloth, 39”, 80x80, N.Y., t, yd 
Rayon twill, 4042”, 92x62, N.Y., yd 
Wool tops, N.Y., Ib 


HIDES AND RUBBER 


Hides, cow, light native, packers, Chicago, Ib 
Rubber, #1 std ribbed smoked sheets, N.Y., Ib 


t Source: Petroleum Week ¢ Source: Engineering News-Record 
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tion $6 a year in U. 


Jan. 11 


67.00 
66.00 
80.00 
5.50 
6.20 
5.97 
5.675 
5.30 
30.00 
29.00 


30.00 


13.00 


3.65 
4.20 
116.00 
127.00 
82.00 
64.00 


.147 
323 
me 
215 
497 


165 
.295 


Year % Yrly 
Ago Change 
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Price Perspective 


JANUARY 23-29 


WHAT PRICE POLICY?—A major change in pricing policy may be in 
the making—as more and more firms wake up to the fact that they no longer 
have to follow the pace set by the nation’s industrial giants. 

Even the traditional industry pacemakers are finding that it’s one thing to 
set a price, another to make it stick. For the fact is that the present economic 
climate—which is dominated by overcapacity, competition, and sluggish 
demand—just doesn’t lend itself to arbitrary action by a single supplier, no 
matter how big he may be. 

Three pricing incidents in the past week or so underscore this new trend: 

In plastics—DuPont had to swallow its pride and rescind an announced 
2%2¢/lb. increase in polyethylene prices when other producers decided to 
keep quotations unchanged. 

In Lumber—U. S. Plywood and Weyerhaeuser were forced to slash plywood 
tags some $8/msf on continued price cutting by the smaller mills who refused 
to go along with an industry cutback plan. 

In steel—Kaiser, the West Coast steel leader, had to cut tags on electric- 
weld steel pipe by $20/ton to meet competition by other pipe producers in 
the West and Midwest. 


IMPLICATIONS of the new price pattern are clear. 

© For the near-term—The decline of the price pacemaker increases the 
likelihood of price easiness. For few firms are going to risk a price rise in 
today’s uncertain markets when there’s doubt about competitors going along. 

Certainly buyers would be paying higher prices for polyethylene, plywood, 
and steel pipe today if the big boys were still in the driver’s seat. 

@ Over the longer pull—The new trend could reduce the sharp “feast or 
famine” price fluctuations that have characterized so many commodities in 
the postwar period. For the trend implies increased supplier sensitivity to 
market conditions. 

Interestingly enough, this sensitivity should trim the sails of the administered 
pricing enthusiasts who have been claiming that the trend is inexorably toward 
the arbitrary setting of prices by the giants. 

It would be interesting to see how these people explain away last week’s 
developments. 


WORLD PRICE PROBLEM—Sagging world commodity quotes are again 
making for increased interest in commodity agreements. 

Negotiations involving petroleum and coffee are already under way. And 
there’s increased talk of initiating similar lead, zinc, and copper discussions 
if nonferrous metals continue to drop. 

Aim of the petroleum agreement—now being thrashed out in Caracas, 
Venezuela—is to restore the 4¢-14¢ crude oil cuts made by oil companies 
last August. Included in the pact will be a program to prorate oil production 
among all leading exporting nations. 

No matter what happens in oil, the effect on U.S. prices will be small. 
That’s because most of what we consume is produced domestically. 

A projected coffee agreement is also interesting because it might be modeled 
along the lines of the successful tin pact. A buffer stock would be set up 
under international control to stabilize prices. 

It’s becoming increasingly obvious that something drastic is needed for 
the hard-pressed coffee bean. World coffee inventories now amount to 
65-million bags—about an 18-month supply. And stocks are still growing. 
In fact, the new crop is expected to add another 10-million bags to the global 
stockpile in the current year. 
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High Court Relaxes Rules in Triple Damage Suits 


Washington — The U.S. Su- 
preme Court last week made it a 
bit easier for companies to initi- 
ate triple damage antitrust suits 
on their own behalf. 

rhe justices unanimously ruled 
that to go into court in a triple 
damage action it is necessary 
only to show that an illegal con- 
spiracy injured you—not the gen- 
eral public. 

Lost in Lower Courts 

The opinion came in response 
to a claim by Radiant Burners, 
Inc., that the American Gas 
Assn. and 10 of its members 
conspired to keep Radiant prod- 
ucts off the market. Lower 
courts had dismissed Radiant’s 
case, asserting that the company 
had not alleged damage to the 
public, but only to itself, and that 
this was not enough to make a 
claim under the Sherman Anti- 
trust Act. 


Decision Reversed 
But the Supreme Court dis- 
agreed and ordered Chicago Fed- 
eral District Court to take 


Plywood Prices Decline 
As Attemps to Curtail 
Output End in Failure 


Portland, Ore.—A sharp $8/ 
msf drop in fir plywood prices last 
week signaled the end of supplier 
attempts to bolster quotes by re- 
stricting output. 

“Too many of the smaller pro- 
ducers weren’t going along with 
the curtailment program,” an in- 
dustry spokesman said. “Instead, 
they were dumping a _ large 
volume on the market at reduced 
prices — thereby forcing last 
week’s general break on the ply- 
wood market.” 


Down to Summer's Low 


The new reductions push the 
key 4” AD grade of sanded ply- 
wood back to $60/msf. That's 
12% below the prices of two 
week’s ago—and equal to last 
summer’s post-war low. 

U.S. Plywood triggered the 
slide by cutting 4” AD to $64. 
Then Simpson Timber Co., 
Seattle, and Roseburg Lumber 
Co., Dillard, Ore., started taking 
orders at $60/msf. 

A day later U.S. Plywood de- 
cided to follow through with a 
second $4 reduction—matching 
the $60 price. And according to 
industry sources, even this $60 
figure is subject to discounts as 
high as 60%. 


Other Lumber Prices Weak 


Other lumber prices also weak- 
ened last week in line with the 
plywood reduction. 

Plyscord sheathing prices are 
down about $2/msf. Carlots of 
5g” CD are going at $82-$83 
msf, 34” CD is down to $112 to 
$113/msf, f.o.b. mill. 

The downtrend also hit 
plyform market. A carlot of *% 
B now costs $135/msf,. f.o.b. 
mill, compared with a price range 
of $136 to $140 a week ago. B 
grade %4” is down to $155/mst. 
A week ago it ranged from $157 
to $160. 

Lumber mill prices are also 
lower this week. Carlots of stand- 
ard and better green fir 2x4’s are 
down to $58 to $60 per mbf, 
f.o.b. mill, compared with $59 to 
$62 a week ago. 


the 


” 
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Radiant’s case to trial. In effect, 
the court’s opinion means that 
if Radiant’s charges are proven 
to be correct, AGA and other 
defendants have violated the 
Sherman Act. The justices have 
made similar rulings, denying the 
need to show public injury, in 
other Sherman Act cases, but not 
in a case involving triple dam- 
ages. 

In New York, an association 
spokesman said he could not 
comment on the court’s decision 
because the case is still to be 
tried. But he said the association 


remained confident it would win 
the fight. 


Companies Named 


Radiant, of Lombard, Ill., had 
asked for an unspecified amount 
of triple damages from the AGA, 
Peoples Gas Light & Coke Co., 
and Northern Illinois Gas Co., 
Natural Gas Pipeline of America, 
Texas-Illinois Natural Gas Co., 
Autogas Co., Crown Stove 
Works, Florence Stove Co., Gas 
Appliance Service, Inc., Norge 
Sales Corp., and Sellers Engi- 
neering Co. 


Reliance Electric Spearheads Move 


To Create Firmer 


Cleveland—An attempt to in- 
Stall firmer prices for integral hp. 
motors gained momentum last 
week when Reliance Electric and 
Engineering Co. notified cus- 
tomers of discount revisions on 
various types of a.c. and d.c. 
products. 

Base prices remained unaf- 
fected, Reliance said, but discount 
sheet changes reflected increases 
of approximately 5% on integral 
hp. d.c. motors, generators, motor 


generator sets, a.c. motors from 


Prices on Motors 


1 through 50 hp., gearmotors, 
brakemotors, and renewal parts. 
Other manufacturers said they 
were studying Reliance’s action, 
which was described as partly to 
match competitors’ prices and 
partly on a leadership basis. 

A Chicago manufacturer noted 
that integral motor prices had 
dropped so low in recent months 
that it “amounted to a white 
sale,” adding: “They're just now 
beginning to get a little of that 
back.” 
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Washington 
Perspective 


President Kennedy’s anti-recession program will be speeded if 
there is more bad news—if, for example, the January unemploy- 
ment rate climbs substantially over 7%. His inclination now 
is to wait and see what the spring brings before advocating any- 
thing so drastic as a tax cut (see PW, Jan. 16, p. 4) 

He may change his mind after seeing Commerce Dept. figures 
on December housing starts—lowest for any December since 
1948. Bad weather in the Northeast and North Central areas 
played an important part, but the trend is ominous. 

December housing starts were at a seasonally adjusted annual 
rate of 980,000 units, down 18% from November and 30% 
below the December, 1959, rate. Housing experts see no real 
upswing without government stimulation. 

> * 

The economy will get a jolt from the new spending Kennedy 
will impose on the Eisenhower budget. Much of this will have 
a long-range effect—in such areas as depressed regions, educa- 
tion, and social welfare. Of more immediate concern is his plan 
to extend unemployment benefits. 

The sharp cleavage between the Eisenhower and Kennedy 
philosophies of government can be seen in the budget. Kennedy 
will use it to stimulate business, if he has to. Eisenhower 
believes there was no need for such action. 

Eisenhower thought his major achievement domestically was 
to stabilize prices. Some temporary economic growth might 
have been achieved, he said in his final economic report, if 
prices had been allowed to rise. But it would have left the 
economy in need of painful correction. 

Kennedy does not quite buy this. He feels balanced budgets 
should not take precedent over full employment. And his 
first spending year, starting July 1, will reflect this. 

* e ca 

Methods of revitalizing U. S. foreign trade will be one of the 
first projects tackled by Commerce Secy. Luther Hodges. He 
looks upon expanding exports as an important means of stimu- 
lating the domestic economy and helping solve the balance of 
payments problem. He will encourage small business to engage 
in both foreign trade and investment, also expand U. S. partici- 
pation in international trade fairs, particularly in South America. 

Sick industries which are suffering from the competitive im- 
pact of low-priced foreign imports will be watched carefully by 
Hodges and the new Administration. Priority will be given to 
helping the textile industry. President Kennedy already has 
asked Hodges and representatives of other agencies to make a 
joint study of the textile problem. 

Kennedy’s goal of a 5% annual economic growth rate is a 
good target in Hodges’ view, but one not likely to be realized 
in 1961 because of the lag in business. 

& + . 

Appointments to the Interstate Commerce Commission and 
the Civil Aeronautics Board were high on Kennedy’s “must” 
list as he moved into the White House. 

Under active consideration as ICC commissioner were Robert 
Ginnane, now general counsel of the agency, and Frank L. 
Barton, transportation counsel to the Senate Commerce Com- 
mittee. Both are Democrats. 

Four persons were in the running for the CAB seat now held 
by Republican John S. Bragdon, whose term expired Dec. 31. 
They are C. Thomas Bendorf, administrative assistant to Sen. 
Clair Engle (D-Calif.); Robert Murphy, counsel of the Senate 
Aviation Subcommitee; DeWitt Yates, a transportation attorney, 
and Joseph P. Adams, executive director of the Assn. of Local 
Transport Airlines. All are Democrats. 
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Weekly Production Records 


Week 
Ago 

1,361* 

79,833* 


Latest 
Week 
1,482 
118,028 
21,590 
8,342 
14,542 
6,584 
29,158 
84.1 
153,761 
96,120 
81.3 
143,629 


Steel ingot, thous tons 

Autos, units 

Trucks, units 

Crude runs, thous bbl, daily aver 
Distillate fuel oil, thous bbl 

Residual fuel oil, thous bbl 

Gasoline, thous bbl 

Petroleum refineries operating rate, % 
Container board, tons 

Boxboard, tons 

Paper operating rate, % 

Lumber, thous of board ft 

Bituminous coal, daily aver thous tons 1,392 
Electric power, million kilowatt hours 14,684 
Eng const awards, mil $ Eng News-Rec 359.8 
*Revised 
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Tight Budget Calls for $80.9-Billionin Spending 


Washington—One of President 
Eisenhower's last major acts be- 
fore leaving the White House was 
the recommendation of a budget 
calling for federal spending to 
the tune of $80.9-billion during 
fiscal 1962. Defense expendi- 
tures accounted for more than 
half of the total. 

Pentagon onsiders said the 
budget was “tight,” although the 
allocations for defense repre- 
sented a rise of $1.4-billion over 
current outlays. The sum set 
aside for defense, they said, re- 
flected sharply trimmed service 
requests for new funds for many 
key programs. In defense pro- 
curement and research and de- 
velopment, new orders will total 
$19-billion, $793-million below 
the present year’s contracting 
rate; in construction, new con- 
tract awards will drop $168-mil- 
lion to a total of $1.2-billion. 


From Planes to Missiles 


The defense budget under- 
scores the continuing strategic 
shift from manned bombers to 
ICBMs, but aircraft are not fad- 
ing out of the picture as rapidly 
as many military experts once 
predicted. The four big missile 
programs—Atlas, Titan, Polaris, 
and Minuteman—are allocated 
$3.9-billion in terms of new con- 
tracting, about $100-million over 
this year’s sum. In terms of new 
contracts, aircraft production and 
R&D will amount to $6-billion 
next year, $1-billion under the 
current value of new orders. 

Stockpiling activity during fis- 
cal 1962 is slated to drop from 
$70-million to $52-million in 
acquisitions, as outstanding con- 
tracts for delivery of strategic 
materials are progressively com- 
pleted or terminated. “Most of 
the objectives for the strategic 
stockpile are completed, and no 
new expansion programs are in 
prospect,” Eisenhower said. He 
asked Congress for legislation, 
now being developed, to enable 
consolidation of the inventories 
of strategic materials and provide 
uniform procedures for disposing 


Washington—Former Pres- 
ident Eisenhower's valedictory 
recommendation for a new 
federal “Department of Trans- 
portation” parallels incoming 
President Kennedy’s _ belief 
that changes are needed in 
government transportation 
policy-making. 

In his budget message to 
Congress, Eisenhower pro- 
posed creating the new depart- 
ment “to bring together at 
cabinet level the presently 
fragmented federal functions 
regarding transportation ac- 
tivities.” 

Kennedy is not committed 
to establishing a new depart- 
ment, but awareness of a need 
by both men has heartened 
advocates of such a step. 

Involved are efforts to co- 
ordinate and unify the inde- 
pendent, quasi-judicial activ- 
ities of such agencies as the 
Interstate Commerce Com- 
mission, Civil Aeronautics 
Board, Federal Maritime 


Transportation Department Recommended 


Board, Bureau of Public 
Roads, etc. 

A study of regulatory agen- 
cies, conducted for Kennedy 
by James M. Landis, calls for 
creation in the White House 
of a new office of Coordinator 
tor Transportation Policy. 
This could well be an interim 
step toward eventual establish- 
ment of the new department. 
Landis, who served on FTC, 
SEC, and CAB, has been 
named a special assistant to 
Kennedy to draw up a pro- 
gram of legislative reform for 
the regulatory agencies. 

Eisenhower urged Congress 
to clarify Presidential respon- 
sibility to control and super- 
vise “executive functions” 
which are now exercised by 
the agencies. He asked spe- 
cifically for a law change to 
permit designation by the 
President of the ICC chairman, 
instead of election by commis- 
sion members as is done at 


present. 


of surplus materials whenever 
disposal will not seriously dis- 
rupt markets or adversely affect 
international relations. 

In the field of government-sup- 
ported transportation vehicle de- 
velopment, Eisenhower’s budget 
proposed additional spending on 
jet-powered all-cargo plane de- 
sign to meet both military and 
civilian needs. The Air Force 
spent $30-million on this project 
in the current fiscal year and 
would double this amount under 
the proposed new budget. Design 
of the aircraft has been agreed 
upon by the Air Force and the 
Federal Aviation Agency, which 
is interested in its potential for 
civilian use. A call for bids on 
its development was issued to the 
aeronautical industry earlier this 
month. 

Eisenhower’s estimate of an 
impending upturn in the national 
economic outlook—as contained 


in both his budget and economic 
messages—would require no 
pump-priming, anti-recession ac- 
tivities by government to support 
the economy by a little more in- 
flation. But his efforts to keep 
prices relatively stable is en- 
dangered to the degree that the 
Kennedy Administration decides 
on using spending-taxing tools to 
stimulate sluggish business condi- 
tions. 

Eisenhower’s budget recom- 
mended a threepronged strength- 
ening of antitrust laws: (1) to 
require large businesses to notify 
antitrust agencies of proposed 
mergers, (2) to empower the At- 
torney General to issue civil in- 
vestigative demands in antitrust 
cases when civil procedures are 
planned, (3) to authorize FTC to 
seek preliminary injunctions when 
it is likely that a proposed merger 
would be in violation of the anti- 
trust laws. 


Four Firms Join Forces to Get Defense Contracts 


Washington — Four military- 
space subcontracting firms have 
banded together as a single com- 
pany to bid for government prime 
contracts under a unique man- 
agement concept. The four will 
retain their separate corporate 
identities, but will act as sub- 
contractors to the new organiza- 
tion, United Systems Corp., on 
any government orders landed by 
the company. 

USC’s pitch is this: On most 
military-space projects in which 
a prime contractor farms out 
work to subcontractors, contract 
costs are pyramided when the 
prime tacks on his administrative 
and overhead expenses to the sub- 
contractor’s price. 

Under USC’s plan, the new 
corporation will earn no profits. 
Earnings will go to the four 
member companies in their roles 
as subcontractors. By eliminat- 
ing overlapping prime-sub costs, 
the new firm expects to be able 
to plump for NASA and Defense 
Dept. contracts by under-bidding 
conventional prime contractors. 

USC’s organization was an- 
nounced here last week at a brief- 
ing for NASA and Pentagon 
officials. 
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The four member companies 
are Amcel Propulsion Inc., a 
Celanese Corp. of America sub- 
sidiary which specializes in pro- 
pulsion devices, propellants, and 
explosives; CTL Div. of Stude- 
baker-Packard Corp., builders of 
nose cones, heat shields, and heat 
resistant structural members; 
Technology Instrument Corp., 
specialists in power transfer sys- 
tems and electronic instruments 
and controls; and Merz-Cham- 
bers Corp., which builds special 
machinery, test and ground sup- 
port equipment, special tools, 
structures, and assemblies. 


Fotal military-space sales of 
the four member companies run 
at about $20-million annually. 
USC officials estimate that their 
combined capacity can now 
handle a sales volume of at least 
$150-million. 

The new firm plans to make 
its first bids shortly on contracts 
for NASA sounding rockets and 
army ordnance assault weapons. 

USC’s operating headquarters 
haven’t been selected yet. The 
new organization will have a 
small management staff whose 
costs will be carried proportion- 
ately by the four companies. 


Prices Drop for Electric Weld Pipe 


San Francisco—Kaiser Steel 
Corp. has cut the prices of elec- 
tric weld steel pipe $20 a net 
ton. It marked the first base price 
cut in a big tonnage mill product 
by a major steel producer in 
several years. 

Kaiser, which concentrates 
most of its sales in the 11 West- 
ern states, markets electric weld 
pipe nationally. The cut applies 
to all areas. 

However, Eastern and Mid- 


western mills pointed out that 
their east-of-the-Rockies price, 
prior to the cut, was $26 lower 
than Kaiser’s, and still is $6 be- 
low the Kaiser level. 

U.S. Steel Corp. which manu- 
facturers electric weld pipe and 
its Consolidated Western Steel 
Div. in Provo, Utah, was ex- 
pected to match Kaiser’s price in 
the West, although the company 
said it was still studying the 
matter. 
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IS INVARIABLY Barreled Sunlight _<< 


Short-sighted plant lighting programs 
often overlook the importance of 
proper paint selection as a vital aid to 
good seeing conditions. Yet the right 
paint, chosen with an eye for visual 
efficiency and comfort, can make a 
valuable contribution to employee 
health and morale. 


FREE! BARRELED SUNLIGHT 


PAINT “SLIDE GUIDE’ 


This is why more and more responsible 
plant maintenance men look to 
Barreled Sunlight Paint representatives 
for engineered color recommendations. 
They’ve learned that a free Barreled 
Sunlight Color Survey enables them to 
select paints which make the most of 
natural and artificial lighting. They’ve 


— 


learned, too, that Barreled Sunlight 
Engineered Paints go on faster with 
fewer coats ... and retain their lumi- 
nous look far longer. 

See for yourself. Invite the man from 
Barreled Sunlight for a free demonstra- 
tion and discussion of your plant paint- 
ing problems now. 


BARRELED SUNLIGHT PAINT COMPANY 
126-A Georgia Avenue, Providence 5, Rhode Island 


I want to learn more about Barreled Sunlight Engineered Paints and what they can 


do for us. 


[] Please have your representative call me to arrange an appointment without obligation. 


[| Please send me your new “Slide Guide” to Barreled Sunlight Paints. 


Contains complete information on 
Barreled Sunlight Exterior and 
Interior Finishes, Colors, Primers, 
and Thinners plus full application 


and special resistance data. 
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Senate Unit Accuses Pentagon Buyers 
Of Paying Too Much for Spare Parts 


Washington—A Senate sub- 
committee blast at Pentagon pur- 
chasing methods asserts that 
military buyers are paying too 
much for spare parts. 

The criticism was one of many 
leveled at military buyers by a 
Small Business Committee sub- 
group headed by Sen. George A. 
Smathers (D-Fla.), whose favor- 
ite target is unnecessary nego- 
tiated and sole source contracts. 

The report said that perhaps 
the “most fruitful area” for in- 
creasing small business partici- 
pation in military procurement 
lies in spare parts replenishment. 
All “too often,” the report said, 
replenishment spare parts are... . 
repeatedly purchased from or 
through the maker of the end 
item.” 

The committee, complaining 
that small business unfairly loses 
millions of dollars in defense con- 
tracts through “noncompetitive” 
buying by the government, said 
that “experience shows that sav- 
ings averaging 30% to 40%” are 
realized each time spare parts 
previously purchased on a sole 
source basis are bought com- 
petitively. 

The Smathers committee rec- 
ommended a general overhaul of 
the 1947 Armed Services Pro- 
curement Act. It also called for 
more emphasis on formal ad- 
vertising of bids and suggested 
that one way to self-police nego- 
tiation would be to conduct 
public opening of quotations and 
announce every change in quota- 
tion made between the opening 
and award of the contract. 

Other recommendations to end 
what the report called a waste of 
“vast sums of public monies” 
through lack of competition: 


@A Defense Dept. survey of 
several major procurement in- 


Florida Governor Urges 
All State Agencies to Buy 
Compacts When Feasible 


Tallahassee, Fla.—As part of 
his economy drive, Florida Gov. 
Farris Bryant has directed all 
state agencies to buy American 
compact cars whenever practica- 
ble. 

Former Gov. Leroy Collins in- 
itiated some buying of compacts 
by asking that the few agencies 
specifically under his direction 
make such purchases whenever 
possible. However, the directive 
of the newly inaugurated Bryant 
includes all state agencies. 

Florida purchases some 400 to 
500 cars per year. To date, these 
purchases have included 54 com- 
pacts, all were acquired last year. 

“We realize that compacts 
would not be satisfactory for all 
agency purposes,” said State Bud- 
get Director Harry Smith. “For 
example, there are some types of 
law enforcement work where they 
would not be suitable. Such ex- 
ceptions will probably mean that 
more than half of our state pur- 
chases will continue to be stand- 
ard models, but we will insist 
that compacts be used wherever 
possible.” 

The State Beverage Dept., 
which has used compacts since 
early last year, says the small cars 
have proven themselves well 
suited for use by auditors and 
license processors. 
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stallations to determine how to 
improve negotiation procedures. 


@ Establishment of a require- 
ment that all contracting officers 
negotiate with all bidders within 
a given range, price, and other 
pertinent factors. 


@ Open replenishment of spare 
parts to competition on the 
grounds that widespread use of 
open-end, call type contracts, cost 
too much. 


|FIC Member Balks at Reins on Jurisdiction 


Washington—A member of the 
Federal Trade Commission last 
week blasted the suggested 
“emasculation” of the Federal 
Trade Commission’s jurisdiction 
over antitrust laws. And he at- 
tacked the Antitrust Div. of the 
Justice Dept. for what he said was 
its unwillingness to help FTC win 
antitrust fights in the courts of 
the land. 

William C. Kern, a Democra- 
tic member of the commission, 
said the recommendation by 
James M. Landis to President 
Kennedy that the FITC be 


stripped of most of its jurisdiction 
over the antitrust laws would be 
a “sell out”. The FTC, he said, 
has made “vital contributions in 
the antitrust field which cannot be 
minimized,” and any steps to 
lessen the commision’s activity in 
this field would be “inimical to 
the public interest.” 

Instead, Commissioner Kern 
said in a speech prepared for de- 
livery in Houston, FTC’s own 
powers in the antitrust field 
should be bolstered so it can be 
a more effective trustbuster. At 
present, FTC must initiate court 


action to enforce its orders 
through the Justice Dept. But, 
said Kern, “this department—and 
I say this on the basis of recent 
experience— has refused to en- 
force our orders by way of pen- 
alty proceedings. .. .” 

Kern said the FTC should have 
power to go directly to the federal 
courts to enforce its decisions, 
that it should have injunction 
power to stop mergers before they 
are brought about, and that the 
federal government should be in- 
formed of merger plans prior to 
their consummation. 


Portable “service center” 


Hundreds of companies have saved money, improved 
products and cut production waste as the result of 
opportunities presented by the Ryerson ‘“‘Metalogikit.” 

How? This unique kit is a veritable portable service 
center...lets you explore many alternatives to material 
you now use. For example, you can compare several 


—_— 


different cutting methods on the same piece of steel to 
see which is best for your application. 

Following are a few random examples showing how 
Ryerson specialists, using the Metalogikit, have 
helped customers with a variety of problems—many 
similar to those you may face every day. 


if you would like to put the Ryerson Metalogikit to work for you, call your 


Ryerson representative for a demonstration—for unbiased recommendations on 


steel, aluminum, plastics and metalworking machinery. 
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Ford Dangles Rebate on Diesel Bills 
As Come-On to Boost Tractor Sales 


Birmingham, Mich. — Buyers 
of new diesel-powered Ford and 
Fordson tractors will receive 
from dealers one-half the cost 
of their fuel purchases during the 
first six months, or 400 hours, 
of use. The fuel rebate plan is 
retroactive for tractors bought 
since Jan. 1 and will remain in 
effect until March 31. 

Ford is making the offer in 
an attempt to break the tradi- 
tional seasonal pattern of trac- 
tor sales. The company hopes 


the program will induce farmers 
to make purchases earlier in the 
year instead of waiting, as they 
often do, until the weather breaks 
in the spring. 

Buyers will be required to keep 
records of their fuel purchases 
during the first six months, or 
400 hours of tractor use, which- 
ever occurs sooner. Refunds will 
be made by the dealers from 
whom the tractors were bought 
upon presentation of the records 
at the end of the period. 


Tapping the Ocean 


New York—Fresh water 
from sea water On a mass pro- 
duction basis—that’s what a 
tie-up between the Israeli Gov- 
ernment and Fairbanks Whit- 
ney Corp. promises. 

A new de-salting system de- 
veloped by the two now is 
being tested in Wisconsin. 
Upon completion of the trials, 
the unit will be installed in 
Israel at Elath as the first part 
of a plant with an eventual 
capacity of 250,000 gal. of 
pure, fresh water per day. First 
production is expected early 
in 1962. 


Congress to Begin Wrestling Soon 
With Problem of Financing Roads 


Washington — Congress faces 
some hard decisions soon on 
financing federal highway con- 
struction. Industrial buyers both 
in and out of the construction in- 
dustry will be affected by the 
outcome. 

The big questions are: 

@Should the 41-000-mile in- 
terstate highway program, begun 
in 1956, be completed on sched- 
ule in 1972 as originally planned, 
or stretched out for several more 
years? If the original target date 


Sparks new ideas and savings 


fiesta 
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KIT SPOTS SAVINGS 
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Scratches and grooves normal to cold drawn, seamless 
tubing caused high manufacturing costs for a company 
making small, light-wall hydraulic cylinders. The small 
1.D. had to be honed to eliminate these faults —often too 
much metal was removed for proper piston fit. A Ryerson 
specialist suggested a switch to welded tubing. Using a 
sample from his Metalogikit, he pointed out the better 
finish that eliminates expensive honing. The switch was 
made with these results: higher production, low reject 
rate, improved product—plus lower purchase price per 


foot of tubing. 


METALOGIKIT 
TURNS UP 
400% PROFIT 


Bidding on a routine job was delayed for one steel 
fabricator because of an unusual material require- 
ment in the specs—calling for an insulating block 
of phenslic laminate. For help, the company turned 
to its Ryerson representative, who showed a sam- 
ple of Ryertex® sheet stock from his Metalogikit. 
In addition to having the material available from 
stock, he was able to show how easily it could be 
fabricated. This Ryerson know-how, demonstrated 
by the Metalogikit, enabled the customer to enter his 
bid on time. He got the job, and made a 400% profit. 


KIT SUGGESTS 
PROFITABLE 


SPEC CHANGE 


Fractures and rejects were extremely high for a manu- 
facturer cold forming two severe bends in flat, hot rolled 
bars. A Ryerson specialist examined the %” x 2” bar 
stock and compared it with a sample of M-1020 flat- 
tened round bar from his Metalogikit. He explained 
how controlled carbon of Ryerson M-1020 bar would 
produce great cost-saving advantages in this operation 
over hot rolled, mild steel. After specs were changed to 
this Ryerson-supplied bar, fractures and rejects were 
substantially reduced—resulting in new profitability. 
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STAINLESS 
FROM KIT 
LEADS TO 


ie 


SAVINGS 


This company had an emergency requirement for 
stainless sheets. Application had always called for 


Type 304, 16 ga. x 66” x 81”, polished on one side. 
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METALOG/CS 


STEEL*ALUMINUM + PLASTICS « METALWORKING MACHINERY 


RYERSON STEEL 


Joseph T. Ryerson & Son, Inc., Member of the 


Steel Family 
® 


Their Ryerson specialist questioned the need for 
polishing. From his Metalogikit, he showed them a 
sample of 304 with a 2B finish. The company readi- 
ly agreed it was exactly the finish needed without 
polishing—saving delivery time and material cost. 
The Ryerson man further suggested 16 ga. x 72” x 
144”, using the cut-off pieces for another job—re- 
ducing scrap waste on both requirements. Order was 
placed and delivered in plenty of time. Over-all 
result: a substantial saving. 


‘PLANT SERVICE CENTERS: BOSTON + BUFFALO + CHARLOTTE + CHICAGO + CINCINNATI » CLEVELAND + DALLAS « DETROIT - HOUSTON + INDIANAPOLIS 
LOS ANGELES + MILWAUKEE + NEW YORK + PHILADELPHIA + PITTSBURGH + ST. LOUIS « SAN FRANCISCO + SEATTLE + SPOKANE + WALLINGFORD 
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is adhered to, Congress must pro- 
vide an extra $10-billion in rev- 
enue to pay for it. 

@Should the 4¢/gal. federal 
gasoline tax, all of which is now 
earmarked for highway construc- 
tion, be allowed to drop back to 
3¢ as scheduled next June 30, or 
should it be continued at its pre- 
sent rate, or even increased? 

@ Should part of the roadbuild- 
ing tax burden, now borne almost 
totally by highway users through 
taxes on vehicles and their fuels, 
be shifted to so-called non-users 
—those who gain indirect bene- 
fits from new highways through 
increased land values, faster 
freight deliveries, greater access 
to traveling customers, etc.? 

@ Should heavy-duty transport 
trucks pay a greater share of the 
highway bills? 

The battle lines on these issues 
began forming last week. In the 
last federal budget submitted just 
before he left the White House, 
outgoing President Eisenhower 
told Congress that the burden of 
paying for highways ought to be 
kept on users, and even increased. 

He recommended against letting 
the fourth cent of the gas tax 
expire June 30, urged that it be 
increased to 442¢, and said the 
higher levy ought to be continued 
through 1972. This would pro- 
vide enough extra revenue for the 
interstate system to be completed 
on schedule, he said. 

The Bureau of Public Roads, 
meanwhile, told Congress that 
non-users—should pay about 8% 
of the total costs of all federal 
road-building — interstate high- 
ways, plus federal-aid primary 
and secondary roads. 

In addition, the bureau said 
there are clear indications that 
heavy trucks—particularly trac- 
tor-trailer combinations—should 
be paying “considerably more” 
towards highway costs than they 
now are. But the bureau made no 
specific recommendations on what 
taxes should be levied on whom. 
That, it said, is a policy matter 
Congress should decide. 

Congress will begin wrestling 
with this problem soon—first in 
hearings by the House Ways & 
Means Committee where all tax 
legislation is initially considered. 
The committee will not reach any 
firm conclusions until President 
Kennedy and his new Adminis- 
tration have had a chance to 
present their views. 


South American Groups 
Set Per Diem Formula 
For Charges on Cargo 


New York—Four South Amer- 
ican trade conferences adopted a 
per diem formula for charges on 
inbound cargo from the East 
Coast of South America to New 
York. 

The new rates, effective Feb. 1, 
were announced by the Brazil, 
Mid-Brazil, North Brazil and 
River Plate conferences. Fifteen 
Itses have agreed to these 
charges: 

For first five days or less after 
free time: 1¢/100 lb. per day, or 
14 ¢/cu. ft., or 50¢/1,000 bd. ft. 

For second five days or less: 
2¢/100 Ib. per day, or 1¢/cu. ft., 
or $1/1,000 ft. 

For each succeeding day: 4¢/ 
100 Ib. per day, or 2¢/cu. ft., or 


$2/1,000 bd. ft. 
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gers } or loss over previous yeor 
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Small Shipper Woes: Some stiff medicine to cure the ills of 
small freight handling was proposed by William B. Johnson, presi- 
dent of REA Express, speaking before the Traffic Club of New 
York. He proposed the railroads help REA get out of the red 
by discontinuing either less-than-carload freight shipments or sur- 
lace express 

Johnson suggested railroads re-examine their position in op- 
erating two overlapping small shipment organizations, in light of 
the decline in traffic and revenue. He urged them to drop unprofit- 
able service and use the capital released to bolster other areas of 
rail operations. 

Many millions of dollars could be released if one of the two 
systems could be eliminated, he said. And it would seem clear 
that such a step would lighten some of the public’s small shipments 
burdens, Johnson said. 

“I cannot see either the need or logic for shipper routing of 


traffic weighing less than 10,000 lb., nor for continuance of the 
costly process of detailed interline accounting,” he pointed out to the 
club. 


One reason for the LCL losses: 
18% below 1959 levels—and the 
that of 1949 


1960 freight volume was 8%- 
1959 level was }‘ below 
° a . 


Container needs: “Containers that weigh and cost less than 
present equipment” is the way E. B. Ogden, Consolidated Freight- 
ways, summed up truckers’ desires in containerization before the 
1961 International Congress of the Society of Automotive Engi- 
neers. 

Ogden presented a 10-point program on what truck operators 
would like to see in the package freight field. These included: 
standard container sizes; standard 


Call NATIONAL ...and Save! 


Let us cut your tubing...and your costs 


per speed equipmen| today. Our 


Wr te or Cali 
engths at 100,000 piece ( ts you nothing 
inbeatable too. Si ? great de 
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The National Copper and Smelting Company 
Telephone CEdar 1-2366 


1862 East 123rd Street Cleveland 6, Ohio 
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Fastest Delivery in the Industry. 


methods of handling between 
highway, rail, and water; con- 
sideration of lower rates for con- 
tainers under semi-trailers size; 
shipper cooperation in working 
out better freight handling meth- 
ods; simplicity of design to reduce 
maintenance; maximum cubic ca- 
pacity; minimum weight increases 
over standard semi-trailers; easy 
methods of fastening; economic 
means of keeping containers mo- 
bile in shippers’ yards, and invest- 
ment as an economy rather than 
burden. 


Piggyback puzzle: A Teamster 
spokesman in San Francisco has 
expressed doubt that the union 
will seek royalty payment for 
each piggyback cargo van at the 
negotiations with the West Coast 
truckers this summer. An agree- 
ment to pay a $5 fee on each 
piggyback cargo van was in- 
cluded in one segment of the 
Midwestern Teamsters negotia- 
tions. 

“Piggyback seems to be a 
much bigger problem in_ the 
Midwest than it is here or in the 
East,” a union official said. But 
he added, “We might discuss 
payment of something in lieu of 
piggyback shipments.” 

West Coast negotiations are 
revolving around the 28¢ pack- 
age which has been negotiated 
with trucking firms in the East 
and Midwest. This increase, was 
won by Teamsters in addition to 
higher medical and pension bene- 
fits. 

+ ” » 


Charges suspended: The In- 
terstate Commerce Commission 
has suspended a new series of 
pickup and delivery charges pub- 
lished by Eastern railroads. The 
rates, which were to have gone 
into effect Dec. 23, will be in- 
vestigated by the regulatory 
commission. Under the pub- 
lished rates, the charges for a 
New York shipper, when request- 
ing pickup from the railroads on 
LCL traffic, would be 60¢ cwt. 
for this service and 45¢ for 
delivery to a consignee in St. 
Louis. 


Other examples of proposed 
charges per hundred pounds: 
Wilmington, 40¢; Chicago, 60¢; 
Indianapolis, 40¢; Baltimore, 
50¢; Detroit, 53¢; Newark, 43¢; 
Cleveland, 50¢; Philadelphia, 
50; Charleston, West Virginia, 
43¢. 


On the heels of this move, the 
Western Trunk Line Railroad 
proposed an additional charge 
of 10¢ cwt. for pickup service 
and an additional charge of 10¢ 
for delivery on all LCL ship- 
ments. 
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Plan to Cut Oversea Air Cargo Rates 
Seen Running Into Strong Opposition 


Paris — Air cargo industry 
sources expect strong oOpposi- 
tion to develop within the In- 
ternational Air Transport Assn. 
against Seaboard and West- 
ern Airlines’ proposal to make 
sweeping rate cuts on general 
transatlantic cargo shipments in 
the near future. 

The IATA opens a general 
session here today at which mem- 
bers will make a new attempt to 
get together on revised freight 
tariffs. Their current rate agree- 
ment expires March 31. 

A Sliding Scale 

Seaboard is backing a sliding 
scale that would provide savings 
of up to 70% on large shipments. 
The proposals must be approved 
unanimously by members of the 
world-wide airlines trade group 
and, in turn, by the Civil Aero- 
nautics Board. 

Industry sources believe Eu- 
ropean airlines will form the 
major part of any opposition to 
Seaboard’s rate schedules on the 
theory that foreign lines have 
generally opposed U. S.-backed 
plans for lower freight tariffs. If 
such opposition does develop, 
Seaboard was considered most 
likely to compromise on new 
rates rather than go it alone— 
without [ATA approval. 


Affects Shipments Over 2,200 Ib 


The proposed _ reductions 
would affect general cargo ship- 
ments of 2,200 Ib. and above. 
These now are shipped at a basic 
rate of 48.7¢/ton mi. Under the 
proposed sliding scale, cuts 
would range from 1.7¢/ton mi. 
on shipments in the 2,200-5,000 
lb. weight bracket to 34.2¢ on 
shipments of 65,000 and up. 

Seaboard also proposed last 
week that a sliding rate scale be 
established to cover specific com- 
modities—such as heavy ma- 
chinery — to encourage volume 
shipments. Ton mile rates for 
specific products now vary ac- 
cording to the product but are 
generally lower than for general 
cargo. 


Could Bring Some Hikes 


Under the Seaboard plan, a 
shipment would have to weigh 
at least 550 Ib. to travel as a 
specific. Shipments weighing less 
than 550 Ib. would move under 
general rates. At the present 
time, weight breaks on shipments 
of more than 100 Ib. are provided 
in only a few cases; thus, the 


Ford Gets Set to Produce 
6-Cylinder Truck Engine 


Dearborn, Mich.—A new six- 
cylinder truck engine developed 
by Ford Motor Co. is scheduled 
to go into production in mid- 
February. 

Ford claims that in durability 
tests of the 152-hp. engine, gen- 
eral maintenance costs were 
12% less than for the model’s 
nearest competitor. 

In another test in the two-ton 
field, covering a range of driving 
speeds and conditions, the engine 
also was said to have scored 
better in over-all gas mileage and 
economy than its competitor. 
The engine is 262 cu. in. and will 
be available for F (conventional 
cab), B (school bus) and C (tilt 
cab) series. 
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revisions mean that the cost of 
shipping such goods could be 
either higher or lower than under 
existing rates, depending on 
weight and type of shipment 
involved. 

Seaboard predicated its rate 
proposals on the fact that it will 
put five new CL-44 air freighters 
into service by July. This tur- 
bine-powered cargo plane can 
carry a 65,000-lb. payload across 
the Atlantic at a 400 mph. cruis- 
ing speed. 


Shell Plans Price Boost for Some Oil Products 


Philadelphia — Shell Oil Co. 
soon will boost prices in some 
areas, according to Monro E. 
Spaght, company president. He 
declined to specify exactly when 
or where the hikes will go into 
effect, but emphasized that a 5% 
pay increase for oil workers 
makes higher prices a virtual cer- 
tainty. 


Industry-Wide Advance Seen 


Spaght’s statement reinforced 
the conviction of many observers 
that fuel oil prices were on the 
verge of the first industry-wide 


advance since 1957. Such a move 
probably would pave the way for 
price rises On most other petro- 
leum products. 

A number of other refiners 
already have boosted their prices 
in scattered areas. Continental 
Oil Co. raised the prices on heat- 
ing oil, kerosene and diesel fuel 
by “%¢/gal. in the Midcontinent 
region. Esso Standard, Atlantic 
Refining Co., and Sun Oil Co. re- 
cently advanced East Coast 
prices on kerosene and No. 2 
heating oil “2¢/gal. and some 
Gulf Coast refiners hiked the 


price on No. 2 heating oil 4 ¢/ 
gal. 

In the South, Standard Oil 
Co. (Ky.) increased prices on 
kerosene, diesel fuel and No. 2 
fuel oil by “2¢/gal. 

Wage Boost Blamed 

Oil producers were practically 
unanimous in blaming the higher 
prices on the wage boost now 
spreading through the industry. 
They said the added costs could 
not be absorbed by the companies 
in the face of existing low profit 
margins. 


TOP PERFORMERS 


‘The BOSTON line includes standard and custom-built hose from 3/16" 
to 42” I.D. Each hose is manufactured to exacting quality standards 
prescribed by our progressive Research & Development Department. 
They assure you a superior hose for your most rigid requirements. 
BOSTON means honest value, top performance—the best hose for your 
needs. Let us demonstrate how BOSTON serves you best! 


INDUSTRIAL HOSE 


AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION 
BOSTON 3. MASSACHUSETTS 
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| P/W MANAGEMENT MEMOS 


A collection of timely tips, quotations, and inside slants on management and industrial 
developments, along with a run-down of events and trends of use to the purchasing agent. 


Business Gamesmanship 


Businessmen who like to combine fun with self- 
improvement can play a wide variety of games that 
will enable them to exercise their skills in problem 
solving. 

Available to the more serious-minded are much intellectual 
pastimes as the computer-operated management training games 
run by American Management Assn., International Business 
Machines Corp., and Remington Rand—not to mention 
PURCHASING WEEK’s own School for Strategists, which is tail- 
ored for the P.A. 

Two recent books—“Management Decision 
Simulation” (McGraw-Hill Book Co., $3.75) and 
“Dynamic Management Decision Games” (John 
Wiley & Sons, Inc., $3.50—provide gamesmanship 
of the do-it-yourself variety—complete with ‘in- 
structions, answers, and tear-out workpages. The 
former features problems on the top management 
level; the latter on the departmental level. 

For those who take their games less seriously, there’s a new 
thinking man’s version of the old parlor game Monopoly. 
It’s called “Management,” and it takes a fun-loving approach 
to such matters as costs, marketing, and finance. It’s put out 
by Avalon-Hill Co., Baltimore, and can be purchased at most 
department stores for $4.95. 


Hope for Big Cities 


Should the businessman roll up his sleeves and 
get into the fight to make the center city a better 
place to live in and work in? Or should he continue 
to steer clear of anything to do with politics and 
seek refuge in the suburbs (where he already lives) 
when the urban blight, the traffic jams, and the sky- 
rocketing taxes finally become unbearable? 
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George Sternleib, a researcher at MIT-Harvard Center for 
Urban Studies put these questions to a group of 2,000 execu- 
tives in cities around the country (with populations of 250,000 
or more) and came up with these answers: 

© The exodus from the cities will continue to keep pace with 
the spread of downtown decay. Only “extensive urban renewal 
can reverse the trend,” a majority of the respondents said. 

®@ Some 87% of the businessmen surveyed agreed that urban 
renewal is “an appropriate business responsibility,” to be 
carried out in cooperation with government agencies. The 
trouble is, though, that most of the group hold that corrupt 
(and ineffective) politicians and political red tape make the 
job difficult, if not impossible. 

@ Only 60% of the managers replying to the survey have 
ever participated in politics—even in the suburban towns in 
which they live. 

It’s significent, concludes Sternleib—and therein lies much 
hope for the future—that businessmen from Philadelphia and 
Pittsburgh do not share the prevailing pessimism about mixing 
business and politics. For it’s in those two cities, Sternleib 
points out, that the greatest progress in urban renewal has 
been made—through the joint efforts of progressive business- 
men and enlightened politicians. 


Short Pointer 


Here’s the ultimate in miniaturization: a rotating electric 
motor so tiny that to the naked eye it appears hardly larger than 
a speck of dust. The gadget, developed by a young California 
electronics engineer, is only six-thousandths of an inch in diam- 
eter and has output of only a millionth of a horsepower. It con- 
tains four coils of wire with 21 turns per coil, a quartz bearing, a 
tiny rotor—13 parts in all. The inventor worked on it for 22 
months, on his own time, admits it has no practical use at the 
moment, but is hopeful of finding one. 


Personal glimpses of P.A.’s 
as they march by in the news 


Leonard Butters, Manager of Pur- 
chasing and Traffic, Union Steel Prod- 
ucts Co. (Albion, Mich.) and recently 
assigned to the added post of Secretary 
of the firm, is seen above (left) explain- 
ing a Union Steel product to three 
Michigan State college students major- 
ing in Purchasing. Each year the Col- 
lege sponsors a field trip for a group 
of students in conjunction with its Pur- 
chasing Course, and Butters’ depart- 
ment is part of the tour. 

Butters, a former president of P.A.’s 
Assn. of Central Michigan, has also 
served as NAPA District 4 Vice Presi- 
dent for °57-’58 term and as National 
Director of Nat'l. Management Assn. 
from °53 to ’55. 

Active in Boy Scout work for 18 
years, he spent 17 years as District 
Committee member, Scoutmaster, and 
District Commissioner, and holds the 
Silver Beaver Award. 

Butters—grandfather of four—likes 
to spend the rest of his leisure at lake 


10 


fishing, bowling, and woodworking. A 
real handy-man around the house, he 
has a small workshop in his basement 
where he creates bookcases, cabinets, 
tables, etc. for his family and a cabin 
he built in Northern Michigan. His 
son’s home, which he helped to build, 
is another example of his craftsman- 
ship. 


Another first 2 the | ladies: 

Mrs. Mae D. Coate, Purchasing 
Executive of Battelle Memorial Insti- 
tute, (Columbus, O.), recently became 
the only woman member of the Co- 
lumbus Assn. of P.A.’s. 

Mrs. Coate, with Battelle since °37 
and P.A. since °45, is responsible for 
keeping the giant research establish- 
ment stocked with the almost 20,000 
items normally used—as well as buy- 
ing the added thousands used annually 
in the firms’ work for private industry. 


| oe oe 
There’s a dead ringer for Tennessee 


Ernie Ford in a purchasing depart- 
ment in Birmingham, Ala. 

At home, he’s Oscar M. Stagg, Jr., 
Purchasing Agent for Birmingham 
Southern Railroad Co. and Vice Presi- 
dent of the P.A.’s Assn. of Alabama 
(photo, above right). 

Out of town, his usual routine is 
being mistaken for Ford. 

Just before Christmas, he got a 
Philadelphia maitre d’hotel so con- 
fused that as he entered the hotel’s 
dining room, Stagg was given the com- 
plete ‘red carpet’ treatment. The band 
stopped the music, Stagg was an- 
nounced to the guests, and then taken 
on a grand tour of the club. (Ford just 
happened to be in Philadelphia at the 
time, too.) 

In return, Stagg—with a voice just 
like Ford’s—decided to go along with 
the gag at this point, and thought he’d 
leave his guests with a song just as Ford 
always does, ending with “and bless 
your pea-picking little hearts.” 
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PURCHASING WEEK ASKS ... 


What is your policy regarding social contacts with salesmen? 
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H. P. Rosen, manager of purchases, Pacific Semi- 
conductors, Inc., Lawndale, Calif. 


“We consider responsible social contacts de- 
sirable. Naturally, this is limited by the discre- 
tion we expect from our buyers. Working with 
a company as technically oriented as ours, it is 
often necessary for a buyer and a vendor to have 
repeated meetings before final solutions are ar- 
rived at. Much of the material discussed at these 
meetings can best be accomplished over the 
lunch or supper table without the distractions one 
finds in most offices. We pick up the tab more 
often than not.” 


G. D. Meimaris, purchasing agent, Semiconductor 
& Materials Div., Radio Corp. of America, Som- 
erville, N. J.: 


“Although we have no written policy our people 
are aware that we do not condone such practices. 
Purchasing always must be above reproach. Oc- 
casionally, circumstances do dictate a meeting 
with vendors outside of business hours in the 
interest of building relationships, or for conserv- 
ing time. This is considered to be in order and 
purchasing personnel are reimbursed by the com- 
pany for assuming reasonable expenses under 
these conditions.” 


Betty H. McDonald, purchasing agent, Supply & 
Contracting Div., Owens-Corning Fiberglas, De- 
troit: 


“In this matter special discretion must be used 
by the woman buyer to avoid attracting criticism 
of herself and of her company. Her attitude 
should be friendly but dignified and impersonal 
in any contact she may have with suppliers on a 
social basis. Social invitations can be tactfully 
discouraged with courteous but firm refusals. I 
occasionally accept a luncheon invitation from 
suppliers who have been calling on me for some 
time and for whom I have a high regard.” 


K. T. Wilson, purchasing agent, Delta Air Lines, 
Inc., Atlanta, Ga.: 


“Generally, we approve to the extent of occa- 
sional luncheon engagements, or perhaps an invi- 
tation which includes buyer and wife. We dis- 
courage anything more. From time to time an 
invitation is extended from a salesman in the 
nature of a hunting or fishing trip. This is scru- 
tinized very carefully and acceptances are kept 
to a minimum. We feel very strongly that our 
buyers must never be under any obligation, real 
or imaginary, for the buyer to be completely 
impartial in awarding material contracts.” 


C. N. Field, director of purchases, Chicago Vitre- 
ous Corp. (porcelain enamel, etc.), Cicero, IIL: 


“Social contacts are advisable whenever they 
can be used to further our prime objective—pur- 
chase of quality materials and supplier service. I 
believe they should be limited to our current 
suppliers. Too frequent contacts can develop a 
familiarity that may endanger a P.A.’s true busi- 
ness perspective. However, contacts properly lim- 
ited can enable a P.A. to better judge, understand, 
and appreciate the salesman’s ability and general 
knowledge which is more difficult during a normal 
business call.” 


Charles Smail, purchasing agent, Shuron Optical 
Co., Rochester, N. Y.: 


“It is our policy, and it has been for several 
years, that buying personnel in the purchasing de- 
partment have expense accounts. Generally, we 
feel it is perfectly all right for a buyer to lunch 
with a salesman and have the salesman pick up 
the check; however, the next time around it is the 
buyer’s turn. This system we found has worked 
out quite well and avoids any possible implication 
of business obligation.” 


INSPECTION PROJECTOR MAGNIFIES 
FOR (R) QUALITY... 


Our inspection projector magnifies cutting edges 
to eliminate the minute angular deflection that 
could cause you costly production losses . . . 
just one of many inspections that account for 
Circle R quality 


CIRCLE R saws, slitters and combination center 
drills must submit to constant exhaustive inspec- 
tion to work their way to you. They’ve got to 
prove they can ensure you correct cutting angles, 
long service, and minimal downtime. 
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Specialists in Circular Cutting Tools Since 1923 


METAL SLITTING SAWS © COPPER SLITTING SAWS * SCREW SLOTTING SAWS © COMMUTATOR SLOTTING SAWS + JEWELERS SLOTTING SAWS + CUT OFF SAWS + CIRCULAR 
KNIVES & ROTARY SHEAR BLADES * CIRCOLOY STEEL SAWS * SOLID & TIPPED TUNGSTEN CARBIDE SAWS + COMBINED DRILLS & COUNTERSINES + CENTER REAMERS 


MILWAUKEE 
Ford Tool Company 


MONTREAL 
Humphrey B. 
Walton 


NEW HYDE PARK 
The Eaton Co 


NEW YORK CITY 
J. V. Cremonin 
(Export) 


PHILADELPHIA 
General Tool 
Sales Co. 


PHOENIX 
DiEugenio Tool 
Center 


PITTSBURGH 
Ralph Esposito 
& Co. 
PROVIDENCE 
Fred J. McMillen 


ROCHESTER 
James O. Horne 


RUST-OLEUM CORPORATION 


RUST-OLEUM 


Purchasing Week 


SYSTEMS 


REE 


ir™> 


a 


* 2551 OAKTON STREET + EVANSTON, ILLINOIS 


Mrs. Dorothy Galloway 


Cincinnati Women’s Div. 
Elects Dorothy Galloway 


Cincinnati — Mrs. Dorothy 
Galloway, purchasing agent for 
Bell Printing Co., is the new 
president of the Women’s Di- 
vision of the Cincinnati Assn. of 
Purchasing Agents it was an- 
nounced here. 

Also elected to head the group 
were: Eleanor C. Lottes, Ford 
Motor Co., vice president; 
Mildred W. Kuhn, City of Cin- 
cinnati, treasurer; Etta M. Mayer, 
City of Cincinnati, recording 
secretary; and Betty M. Wimberg, 
Beauticians Supply Co., cor- 
responding secretary. 


Panels Take Up P.A.-Salesman Relationships | 


Boston—What the salesman 
expects from the purchasing 
agent and vice versa was thrashed 
out this month at purchasing 
agent meetings here and at Des 
Moines, Iowa. 

Members of both the New 
England and Central Iowa Pur- 
chasing Agents Assns. heard 
panelists underscore some guides 
for improving purchasing-sales 
relations. 


The Goals 
Salesmen should expect integ- 
rity, courtesy, and loyalty from 


purchasing agents. The P.A. in 
turn, expects ability, technical 
knowledge, courtesy, and honesty 
from sales personnel. These were 
some of the goals established by 
the two groups. 

“Rid yourself of the mistaken 
belief that salesmen love you for 
yourself,” Paul R. Brennan ad- 
vised New England P.A.’s. Bren- 
nan, a steel representative and a 
former president of the New Eng- 
land Assn., said salesmen love 
purchasing agents “for their busi- 
ness, their orders. If you don’t be- 
lieve me stop being a P.A.” 
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»..In processing lines 

Plants piping steam, water, gas, air and oil to production 
machinery find O-B valves hold up under severest demands. 
They're made for them. O-B bronze valves (like No. 1201 
globe pictured) combine fine casting, precise machining 
and sound engineering to maintain positive flow control. 


...in LP-gas dispensing trucks 


Its exclusive 


construction 


features make this UL-listed 


dispensing valve ideal for transferring LP-gas from tank 
to tank. Body is extra heavy bronze that withstands rough 
handling. A stainless steel spring effects tight closure and 
a special latch holds valve open until it’s released. 
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»..in heat 


ing-cooling systems 


Accurate heating, air conditioning and balancing of year 
‘round combination systems are assured by O-B “Equa- 
temp” valves—used also for radiant heating. A quarter turn 


of stem closes valve, simplifies draining without need for 


refilling system. Special design discourages tampering. 
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...1n oil furnace feed lines 
Reliable operation of oil burning furnaces is aided by this 
O-B bar stock valve with needle point that maintains 
precise regulation of fuel. Special copper base bronze stem 
and disc offer excellent corrosion resistance, making this 
valve ideal for water and gas service as well. 


You profit most when you standardize on the O-B bronze valve 


line. You find the consistent quality you want—the efficient 


operation you rely on—and the freedom of choice you need— 


in valves from 


to 3” sizes. Write for latest catalog information. 


OHIO BRASS COMPANY ~* Mansfield, Ohio 


10063.vuU 


Ask your distributor for the valve 
in the orange-and-black box 
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Brennan pointed out that there 
is no chasm between purchasing 
and sales. “They’re actually in- 
terrelated. They have mutual 
problems that can be solved by 
mutual relations. I believe that if 
the P.A. looks on the salesman as 
a fellow employee, there’s no 
room for any misunderstanding.” 

“A good salesman,” Brennan 
added, “lives but to serve and to 
inspire those with whom he comes 
in contact. There must be integ- 
rity and faith on both sides of the 
desk.” 


What the P.A. Expects 


Following up Brennan, Glenn 
W. Inman, Avco Research & Ad- 
vanced Development Div., Avco 
Corp., of Wilmington, Mass., 
tackled the subject of what the 
purchasing agent expects from a 
salesman. 

Over-friendliness, Inman said, 
can sometimes be detrimental. 
He pointed out that a P.A. can 
“see through” attempts made by 
a salesman to get his orders 
through friendship or what he be- 
lieves is friendship. 

Salesmen must have enthusi- 
asm for their product and their 
company in order to convince a 
P.A. that they should get an or- 
der, Inman stressed. “A salesman 
can start on the right foot by 
quoting only those items his com- 
pany can deliver with the re- 
quired quality.” 


What the Salesman Expects 


At the Central lowa meeting, 
Ray Fitzgerald, sales manager, 
Thompson-Hayward Chemical 
Co., Des Moines, told Purchasing 
Agents. 

“IT don’t want to be given false 
sales information; I do want to 
know where I stand and why. I 
want to be given a hearing, or to 
be told when you can see me. 
Why should the telephone take 
precedence over the personal in- 
terview?” 

“By loyalty, Fitzgerald ex- 
plained,” I mean that if I am 
stocking an item for just one 
buyer I should be protected with 
information on projected changes 
in the use of that item.” He em- 
phasized that business dealings 
must be based on mutual interest 
and mutual trust. 


Be Ready to Listen 


Lee Howlett, purchasing agent, 
Firestone Tire & Rubber Co., 
Des Moines, warned Central 
lowa Assn. members against feel- 
ing they know all about a prod- 
uct. “We should give the salesman 
the opportunity to tell what he 
knows about his product and the 
business,” he said. “Lots of good 
information can be obtained from 
salesmen, and if we aren’t getting 
it, we aren’t doing our job.” 


Philadelphia P.A.’s Name 
R. L. Purcell as President 


Philadelphia—Richard L. Pur- 
cell, purchasing agent for 
Schmidt’s of Philadelphia, was 
elected president of the Purchas- 
ing Agent’s Association of Phila- 
delphia. 

Other new officers include: 
Thomas M. Laird, Keebler Bis- 
cuit Co., vice president; William 
Lawton, Jr., Armstrong Cork 
Co., second vice president; and 
Earle H. Henderson, Philadelphia 
National Bank, secretary-treas- 


urer. 
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Do you have any of these 


COST-CONSUMING 

BUSINESS PROBLEMS? 
NEW {CZOPAK- } HELPS 

YOU SOLVE THEM ALL! 


read how... 


30-2 LB. 
PAPER BAGS 


Multiwall baler bags of Clupak extensible paper 
won't sag or bulge, perform better on vertical 
conveyors. Safer to handle and ship, because 
Clupak extensible paper is extra tough. 


Cartons sealed with tape made from 
skrim-reinforced Clupak extensible 
paper take roughest handling thanks 
to built-in stretch. 


Moth-and-insect-repellent shelf liners 
made of Clupak extensible paper won't 
split or tear, give far greater wear than 
kraft papers. 


Sharp edges and moisture are no match 
for polyethylene-coated Clupak exten- 
sible paper. Tough, rugged, withstands 
shock by absorbing it! 


Case liners of treated Clupak extensi- 
ble paper conform smoothly to corners, 
won't rip or split— even with lower 
basis weight paper. 


without tearing, drape easily and smoothly 
over furniture, can be walked on and pulled 


5 Drop cloths of Clupak extensible paper bend 
without ripping! Cuts costs! 


Prior to CLUPAK extensible paper, there 
were no controlled standards of toughness 
in the paper industry. Clupak, Inc., is proud 
to have established these standards and 
permits the use of its trademark only on 
paper which meets these rigid toughness 
requirements. 


SPECIFY CLUPAK...THE REVOLUTIONARY 
NEW MATERIAL THAT HELPS YOU CUT COSTS 


EXTENSIBLE 


~ 


7 Protect cabinets and furniture with x Foil laminates are more efficiently 


CLUOPAK: 


PAPER 


Clupak extensible paper. Simplifies produced with Clupak extensible paper. 
wrapping because Clupak extensible Molds easily... greater toughness 
paper conforms to irregular shapes. reduces rejects and production costs. 


*Clupak, Inc.'s trademark for extensible paper manufactured under its authority and satisfying its specifications. Clupak, Inc., 530 5th Ave., N.Y. 36, N.Y, 
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This Week’s 


Foreign Perspective 


JANUARY 23-29 


London—British Transformer manufacturers regard price-fixing as one of 


the “facts of life” that enable them to keep export prices down. 


The industry representatives made that point of view a key argument before 
the Restrictive Practices Court in recent hearings on the issue of whether 


price fixing, now legal in the transformer field, should be abolished. 


Elimination of the 30-year agreement would bring transformer prices 
down to an “unreasonable level,” argued the Transformer Manufacturers 
Assn. The association contended the practice enables the industry to main- 


tain a higher price level in Britain and a lower one abroad. 


Quality and investment formed another argument: A government witness 
said quality already had begun to suffer in the small transformer field, where 
competition among non-TMA members was intense. He also said lower and 


uncertain profits would reduce the incentive to invest. 


A decision in the case, which ran 25 days, will be handed down in about 


a month. 


Meanwhile, another British electrical industry group has launched a 
campaign to increase export sales. To step up its $840-million worth of 


Important facts to know about laminated plastics 


Se ee 


A few Taylor composite laminates (left to right): copper-clad section; sandwiched cop- 
per component; Taylorite vulcanized fibre-clad part; laminated tube, copper inserts. 


Composite Laminates Open Up New Design Opportunities 


While the great variety of commer- 
cially available laminated plastics 
satisfy most electrical and mechan- 
ical requirements, there are applica- 
tions that can benefit from the com- 
bination of properties provided by 
composite laminates. Recent ad- 
vances in bonding techniques have 
made it possible to bond virtually 
any compatible material with a lam- 
inate. These can be supplied as clad 
or as sandwiched materials. And 
they can be molded into many shapes 
to fit design requirements. Taylor is 
presently supplying to order the fol- 
lowing composite laminates: 


e Copper and laminated plastics. 
Clad for printed circuits and formed 
shapes. Sandwiched for special ap- 
plications. 

Taylorite® vulcanized fibre-clad 
laminates. These combine the 
high strength of laminated plastics 
with the superior hot-arc-resistance 
of vulcanized fibre. They are being 
used in both high and low-voltage 
switchgear applications. Also in ap- 
plications where the high impact 
strength of vulcanized fibre may be 
advantageous. 

Rubber-clad laminates. Almost 
any type of natural or synthetic 
rubber may be used as the cladding 
material. These laminates are widely 
used for condenser tops in wet con- 
densers to protect the laminate 
against highly alkaline electrolytes. 
They also have application in any 
part where sealing or chemical re- 
sistance is needed. 

Asbestos-clad laminates. For 
applications where high heat- and 
arc-resistance are required. 


per-base laminates have been used 
for X-ray shields. The laminate 
provides strength and contributes 
to the high shielding properties of 
the lead. 

Aluminum-clad laminates. These 
have been used extensively for en- 
graving stock. They also offer pos- 
sibilities as printed-circuit material 
and as plate holders for X-ray 
machines. 

Beryllium copper-clad laminates. 
Beryllium copper is nonmagnetic 
and a good conductor—properties 
that give these laminates possibil- 
ities in many applications. 
Stainless steel-clad laminates. 
Applications where nonmagnetic 
properties are required. Also in cer- 
tain corrosive environments where 
the resistance of stainless steel to 
attack is an asset. 
Magnesium-clad laminates. 
These laminates have been pro- 
duced in 108-in.-long sheets for use 
as screens for X-ray operators. 
Weight was a factor. 


Our design and production engineers 
are constantly developing new ma- 
terials, new applications, and new 
procedures for fabricating laminated 
plastics. Our experience is yours for 
the asking. And if you have a prob- 
lem requiring assistance or more in- 
formation on composite laminates, 
write us. Also ask for your copy of 
Taylor’s new guide to simplified 
selection of laminated plastics. 
Taylor Fibre Co., Norristown 55, Pa. 


export business, the British Electrical and Allied Manufacturers Assn. will: 


@ Prepare an export directory with a circulation of 15,000 copies to ove! 
seas buyers, including a reference section in Russian and four other languages 


@ Tie-in with the Board of Trade next month in the biggest collective dis- 
play of British household appliances yet staged—at the International House- 
hold Goods and Hardware Fair in Cologne. 


@ Study joint selling of complementary products with the aim of concen- 
trating their efforts on the most competitive overseas markets. 

Last week, 130 export managers and executives met to draw up plans for 
the association’s assault on export sales. 


Ottawa—The last major obstacle to a national transportation policy for 
Canada vanished when Quebec withdrew its objection to federal regulation, 
particularly in the area of trucking. 


Quebec’s opposition to Federal regulation of trucking dates back to 1954, 
when it refused to accept a parliamentary act giving the Canadian government 
jurisdiction over transportation. 

In removing its opposition to a federal policy, Quebec took this stand on 
common ownership: Rails seeking to integrate operations with truckers should 
do so via voluntary arrangements rather than by acquiring or expanding 
truck services of their own. 


Tokyo—Look for the $11 checkprice on six-transistor radios to be abol- 
ished sometime in March. The Ministry of International Trade and Industry 
claims that the quota system is working so effectively that a floor price is no 
longer necessary. 

The checkprice was imposed by MITI last March to pacify U.S. electronics 
industry complaints that Japanese manufacturers had been selling radios to the 
U.S. at prices as low as $8 per unit. Later, an export quota was applied as 
a further checkrein. 


Toronto—Canadian oil exports got a boost last week that eased the 
pressure on the government to build an Alberta-Montreal pipeline. 

The bonanza came in the form of an order from Shell Oil Co. for an 
additional 19,000 barrels a day at its Puget Sound refinery in Anacortes, 
Wash. The order helped swell January crude oil production to 615,682 
barrels a day, a record Canadian high. 


Caracas, Venezuela—Last week’s meeting of the five-nation Organization 
of Petroleum Exporting Countries will undoubtedly produce pressure on 
international oil companies to revoke last August’s cut in posted prices for 
Middle East crude oil. 

This was a major issue facing the conference members from Saudi Arabia, 
Iraq, Iran, Kuwait, and Venezuela. It was understood that three of these 
countries—Venezuela, Saudi Arabia, and Iraq—had agreed earlier on a 
program to (1) establish prices, and (2) pro-rate oil production to avoid 
price-depressing surpluses. 

The price reduction last August by international oil companies with Middle 
East oil production brought posted crude prices down 4¢ to 14¢ a barrel. 
Behind the move: an effort to wipe out widespread discounting as a result 
of the weak state of the market. 


Non-Raveling 
Straight Tearing 

High Tensile Strength 
Strong Adhesion 


Highly Insulating laminae 
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Foreign News in Brief | 


Guinness Diversifies 


Dublin—Arthur Guinness Son 
& Co., Ltd., is diversifying into 
cameras. The brewing firm has 
acquired K. G. Corfield, Ltd., 
makers of the “periflex” camera 
line which it exports to world 
markets. Corfield needed money 
for expansion, and Guinness 
supplied it following a request 
from the Northern Ireland Com- 
merce Dept. 


Sumitomo Forms Div. 


New York—A new tubular 
products division was opened 
here by Sumitomo Shoji New 
York, Inc., representative for 
Sumitomo Metal Industries and 
other Japanese firms. 

The division will concentrate 
initially on sales of the 300 series 
stainless steel tubular products. 
High alloy and intermediate alloy 
tubing will be added to the line 
later this year. Future expansion 
calls for opening of offices in 
Houston, Chicago, and Los 
Angeles. 


See It Flow 


Moscow — Plants of the 
chemical and food industries 
in the Don basin are beginning 
to use glass pipelines for 
transporting corrosive liquids, 
says a report in Pravda 
Ukrainy. The Soviets say glass 
pipes not only are strong but 
are much more corrosion- 
resistant than metal. Also, the 
transported liquids can be 


checked visually. 


Fairbanks-Morse Buys 


Toronto, Ont. — Canadian 
Fairbanks-Morse Co.,  Ltd., 
manufacturers and distributors of 
scales, pumps, and various other 
industrial lines, has purchased 
Johnston Pump Co., Pasadena, 
Calif. Johnston is now a division 
of Youngstown Sheet and Tube 
Co. 

The $10-million purchase is 
the Canadian company’s fifth in 
the last year. The others: Howe 
Scale Co., Rutland, Vt.; Rudel 
Machinery Co., Montreal; Dy- 
namic Engineering Ltd., Mont- 
real; Skinner Scales Ltd., Van- 
couver. 


Bourne Tests Equipment 


Fall River, Mass.—Berkshire 
Hathaway, Inc. will install a 
“limited quantity” of Japanese 
spinning equipment for experi- 
mental and evaluation purposes 
in its nearby Bourne Mills Div. 
The spinning frames were bought 
from the O-M Spinning Machines 
Mfg. Co., Ltd., of Osaka. 


Furnival Signs Pact 


Philadelphia — Furnival Ma- 
chinery Co. here has concluded 
a licensing agreement with an 
Austrian bearing producer, Stahl- 
bauwerke Ludwig Binger & Co. 

The pact covers manufacturing 
and marketing in the U.S. of the 
“ABC Roller” and “System 
Binder” conveying and sieving 
machines. 


Canadian R.R.’s Slash Rates 


Vancouver, B.C, — Canadian 
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railways are trimming $1-million 
from the over $4-million that 
British Columbia gasoline re- 
finers pay yearly in agreed 
charges. 

The new schedule, worked out 
through the Canadian Freight 
Assn., cuts the tariff to all 
British Columbia points by ap- 
proximately 25%. The new 
tank car rates apply to all 
petroleum products, except crude, 
and will become effective by 
Feb. 28. 

Truckers claimed the rates will 
slice $150,000 annually from 
their business volume. 


ALUMINUM HOPPER CAR, 


Se a 


left, developed by Aluminium Ltd. about 
to be rammed at 10 mph in impact test by loaded conventional car. 
Recent trials were witnessed by 150 U.S. and Canadian railroaders. 


Impact Tests on Rail Cars 


Kingston, Ont. — Aluminium, 
Ltd., has completed a long series 
of impact tests on a new all- 
aluminum hopper car which it ex- 
pects will have a lower cost per 
ton of capacity than conventional 
steel cars. 

Among the advantages cited 
by Aluminium for the new tank- 
shaped car: 

@Simpler fabricating proce- 
dures, as well as easier loading, 
unloading, and cleaning. 

@ Elimination of center sill 
and side posts. 

@ Use of curved side to permit 
the least amount of metal to en- 
close largest possible volume. 


only 


makes 


screwdrivers 
like 


this! 


Round or square. 
Hot forging from 


Protolo 


alloy steel 


resists wear and distortion 
under pressure. Heat-treated 
full length. Polished, 
plated for added protection. 
Extra thick square shank 
for use with wrench. 


Gradual taper, 
squared tip 
for snug fit in 
screw heads. 
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Handle molded 


around flattened tang... 
locked for life. @) approved. 
Deep, wide flutes, 
bigger handle for maximum 
power, less fatigue. Large, 


smooth end prevents sore 
palm. Tough, clear plastic 


proves quality and 
method of joining. 


Proto Screwdrivers are available in a 


complete range of sizes and types, including: 


plastic and wood handles; keystone, cabinet, 


Phillips, and clutch-head tips; round 


and square shanks; lengths up to 2% feet; 


offset type; screwholding drivers; 


and screwdriver sockets. 


See your Industrial Distributor for pro- 
fessional quality tools, parts, and equip- 


ment. 


PROTOSTOOLS 


PROFESSIONAL / Qua.tity TOo.s 


2215 Santa Fe Ave., Los Angeles 54, Calif. 
515 Allen St., Jamestown, New York 
1715 Oxford East, London, Ontario, Canada 


DIVISION OF 


Send your name and address for fully illus- 
trated Catalog of over 2300 Proto Tools. 


Fed Production 


Washington — The Federal 
Board’s industrial production index has 
dropped to its lowest level in over a yea! 

The new December figure of 103 (1957 
= 100) is more than 6% below July when 
the index first showed signs of easing. 
And it’s down two points from the previ- 
ous month. 

Durable goods—led by 
behind much of the decline 
fell more than 10% below 
levels. 

Production of business equipment and 
structural metal parts also fell sharply in 
December (about 3% ), indicating a grow- 
ing weakness in outlays for new plants 
and equipment. : 

Some easing was also reported in non- 
durable lines. Dips in textiles, rubber, 
and petroleum products more than offset 
a mild expansion in other soft goods 
groups. ; 

The plight of raw material producers is 
pointed up by the especially sharp output 
decline in this area. The year-to-year 
reduction in durable materials—steel, 
copper, lumber, etc-—comes to 12%. 


Index Drops 


Reserve 


autos—were 
Auto output 
month-ago 


Mm a review of 
your company’s 
fire protection 
program...now, 
may turn out to 
be one of your 
best decisions 


Write for our latest catalog describing 
Ansul's complete line of hand portable 
dry chemical, carbon dioxide and water 
extinguishers, wheeled, stationary, mobile 
units and automatic systems. 


Name 


ANSUL CHEMICAL COMPANY 
101 STANTON ST. MARINETTE, WISCONSIN 


Rise in Unemployment Continues to Cloud Economic Picture 


New York—Growing unemployment 
continues to cloud the economic picture. 
Normal seasonal winter layoffs should 
push the jobless total over the 5.5-million 
mark in January and February—the high- 
est figure for a winter month in some 20 
years. 

Even this 5.5-million (6.8% of the 
labor force) estimate could prove on the 
low side, however. If business continues 
to ease, the jobless rate could soar over 
the 6-million mark, or about 7% of total 
work force. 


Other Disturbing Signs 


Other disturbing signs in the labor out- 
look: 


©@ Employment—Latest December 1960 
government data shows a job total of only 
65.6-million—off slightly from the 65.7- 
million of a year earlier. This is the first 
time in 1960 that employment has failed 
to top year-ago levels. 


® Long-term joblessness—The number 
of people out of work for 15 weeks or 
longer jumped by over 200,000 between 
the third and fourth quarters of 1960. 
This trend, if it continues, could put a 
substantial dent in consumer purchasing 
power. 


® Overtime — PURCHASING WEEK’S 
regular overtime hourly index declined for 
the third month in a row. The current 
reading of 71.4 (1956=—100) is a sharp 
26% below year-ago levels (see table and 
chart for details). 


Factory Workers Hit Hardest 


A closer look at the employment and 
unemployment figures reveals that the fac- 
tory worker is being hit hardest. From 
November to December, for example, fac- 
tory employment dropped 288,000—far 
more than normal for the period. 

Equally important, the decline is 
across-the-board. Each of the 21 major 
industries reported on by the Labor De- 
partment shows a job decline from No- 
vember to December—even though some 
of these groups normally report a rise 
over the month. 

In the hard goods field, significant re- 
ductions are reported by these industries: 
primary metals, metal fabricating, elec- 
trical machinery, and non-electrical ma- 
chinery. In the soft goods area, the big- 


gest drop was reported by the apparel 
industry, where some 29,000 workers 
were lopped off payrolls. 

One bright sign: Hourly wage rates con- 
tinue to rise—offsetting to some extent, 


the loss in purchasing power stemming 
from growing unemployment. The aver- 
age factory worker made $2.32 per hour 
in December—2¢ above the previous 
month and 5¢ above year-ago levels. 


2S dhe 
Re aes 


A P/W INDICATOR 


are mounting 


OVERTIME HOURS 


This measure records changes in overtime worked by industrial em 
ployees. A rise is optimistic. For overtime is expensive — and is palatable 


to management only when backlogs and pressures for quick delivery 


Ltecleeleeles 
CA UMEOT EASED 
a 1961 ‘ RR 2 j 


Index of Overtime Hours in Manufacturing 


Hard Goods 
Ordnance & Accessories 
Lumber & Wood..... 
Furniture & Fixtures. 
Stone, Clay & Glass 
Primary Metals 
Fabricated Metal Products. 
Non-electrical Machinery 
Electrical Machinery 
Transportation Equipment 
Instruments Py 

Soft Goods . 


g.. 


Month 
Ago 
78.6 
66.7 
72.4 
93.9 
96.4 
86.1 
46.4 
86.7 
56.8 
80.8 


Latest 
Month* 
71.4 
63.3 


69.0 
75.8 
82.1 

80.6 
42.9 


66.7 
51.4 
69.2 
79.3 
87.0 


84.0 


100.0 
109.1 
84.6 
100.0 
82.6 
96.9 
91.3 
85.0 
67.9 
85.7 


Year % Yearly 
Ago Change 
96.4 —25.9 
90.0 
72.4 
97.0 
114.3 


88.9 
82.1 


76.7 
67.6 
84.6 
65.5 
113.0 


108.0 


109.1 
90.9 

123.1 

133.3 
97.8 


96.9 
104.3 
90.0 
89.9 
100.0 


ww 


—, 
—_) 


na 


* December is the month for totals and major subtotals. 
November is the month for individual industry figures. 


If it’s made of 
WIRE 


get in touch with 


FASFORM 


Just tell us what you need, and if it 
can be formed with wire we'll give 
you a blueprint and a cost estimate. 
Write Fasform Formed Wire Products 
Division, Heller Roberts Manufactur- 
ing Corp., 6115 Carnegie Ave., 
Cleveland 1, Ohio. 


HELLER ROBERTS 


Manufacturing Corporation 


... 6nd your 
delivery problems! 


Why? Because D-C takes the entire 
responsibility for delivering 

your order for parts, materials, 

or merchandise on time and in good 


condition. Only D-C can offer one-carrier 


responsibility coast-to-coast because 
only D-C goes direct coast-to-coast! 
One-carrier handling... one-carrier 


service all the way on D-C 
equipment...cuts 20% off 
running time... assures 

you on-time delivery every time! 


Specify the Dependable Carrier... 
DC... coast-to-coast choice for 


coast-to-coast service! 
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control...non-stop, straight-through 


distance coast-to-coast 
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You'll find us 
in the 
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This Changing Purchasing Profession . . . 


Norman F., 

Rabe has been 

advanced to 

manager of in- 

dustrial pur- 

chasing by the 

Kellogg Co., 

Battle Creek, 

@ Mich. Ferris 

N. F. RABE F, Purdy, pur- 

chasing supervisor, succeeds 

Rabe assistant manager of 

industrial purchasing. Victor E. 

Kronemeyer has been promoted 

from assistant manager of grain 

procurement to manager of grain 
procurement. 


as 


V. E. KRONEMEYER F. F. PURDY 


Warren J. Matthews was pro- 
moted from assistant director of 
purchases to director of pur- 
chases, Falstaff Brewing Corp., 
St. Louis. He succeeds Curt F. 
Demmrich, who was named to the 
new post of vice president, special 
purchases. Demmrich will handle 
all grain buying as well as a 
number of special items. 


Cc. F. DEMMRICH 


David C. Baird has been ap- 
pointed to the new post of di- 
rector of purchases by Dow 
Chemical Co., Midland, Mich. 
Formerly assistant secretary and 
assistant treasurer, he will direct 
procurement for the firm, its di- 
visions and subsidiaries, both do- 
mestic and foreign. 


W. J. MATTHEWS 


William F. Kosik joined Nease 
Chemical Co., Inc., State College, 
Pa., as purchasing agent. He was 
a former buyer for CIBA Prod- 
ucts Corp., Kimberton, Pa. 


W. F. KOSIK D. C. BAIRD 
Anthony E. Schnopp succeeds 
E, W. Moore, retired, as purchas- 
ing agent, Whitehead Metals, 
Inc., New York. Moore had been 
with the firm 38 years and served 
as purchasing agent since 1954. 


Raymond D. Cummings retired 
as manager of purchases and 
stores, Delaware & Hudson Rail- 
road, Albany, N. Y., after 48 
years service. 

Alfred C. Holland was ap- 
pointed Massachusetts state pur- 
chasing agent. 
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John H. Allen has been named 
purchasing agent for Arizona 
State College, Flagstaff, Ariz., 
effective Jan. 30. 


Eldon Johnson is the new pur- 
chasing agent at Peerless Pacific 
Co., Ore. He succeeds Walter 
Pelett, who resigned to open his 
own electrical and plumbing 
supply firm. 


Allen A. Bendlin, manager of 
the material and inventory con- 
trol departments, Perfex Corp., 
Milwaukee, has been made pur- 
chasing agent. 


In the World of Sales 


Bertrand J. Goldman has been 
named general sales manager, 
Pennant Div., Novo Industrial 
Corp. Chicago. 


Frederick J. Paul has taken 
the post of product sales manager 
of photographic products, Day- 
strom, Inc., Weston Instruments 
Div., Newark, N. J., and William 
J. Slawson has joined the com- 
pany as product sales manager 
of Vamistor precision metal film 
resistors. 


George A. Reese, Jr., has been 


elevated to assistant sales man- 
ager of marine and jobber sales, 
Sparton Automotive, a division 
of Sparton Corp., Jackson, Mich. 


John E. Gotheridge was ad- 
vanced to eastern regional sales 
manager, Foundry Services, Inc., 
Cleveland. 


Roland T. Volker has moved 
up to assistant sales manager, 
Precision Parts Div., Ex-Cell-O 
Corp., Detroit. 


Clarence L. Massey was ap- 


pointed sales service 
Rese Engineering, 
delphia. 


manager, 
Inc., Phila- 


Norman A. Cocke, Jr., has 
been given the newly created post 
of manager of sales _ service, 
Fibers Div., American Viscose 
Corp., New York City. 


Carl F. Zimmer was made 
sales manager and George E. 
Dean was given the newly created 
post of sales executive-milling 
products, Bemis Bro. Bag Co., 
Kansas City. 


66 The pencil 


point is always 


the same at 


Alan Wood?” 


“Doing business with Alan Wood, 
we never have to worry about 
variations in pricing policy. Whether 
steel is short or plentiful, the 

pencil point is always the same.” 


That’s the way one 

Alan Wood customer said it, 
and we appreciate the 
acknowledgement. We do 
believe in consistent pricing 
policy. Moreover, Alan Wood 
is geared to give your 

order prompt attention 
without red tape delays. Your 
quality goes up, your 

costs and rejects go down, 
when you use dependable 
Alan Wood plate, sheet 


and strip. 


When your metallurgical 
requirements need speedy, 
reliable analysis, ask for an 
Alan Wood study. Your 
Alan Wood representative is 
always available, 

ready to help. 


ALAN WOOD STEEL COMPANY 


Conshohocken, Pa. «+ 


Pittsburgh « 


STEEL PRODUCERS WITH THE CUSTOMER IN MIND 
DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia 
Cincinnati « Cleveland « Detroit « Houston « 


New York « LosAngeles « Boston 


Richmond e« St.Paul e 


Montreal, Toronto and Vancouver, Canada: A. C. Leslie & Co., Limited 
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Canadian Dollar Decline May Coin Price Bargains 


New York—American P.A.’s 
may be in line for better price 
deals from some Canadian sup- 
pliers. 

That’s because the falling ex- 
change value of the Canadian 
dollar has virtually wiped out the 
high exchange premium these 
suppliers have been absorbing 
when they sell their goods for 
American dollars. In _ other 
words, today’s lower premium of 
less than one cent—compared 
with as high as 5.34¢ last March 
—represents a sharply reduced 
cost to those Canadian exporters 


who have made a practice of 
absorbing the premium. 

Coming on top of a steady de- 
cline in the volume of Canadian 
exports to the U.S. (see chart), 
the new low premium should pro- 
vide the necessary leverage to 
Canadian suppliers who are out 
to better their competitive posi- 
tion. 

“Certainly, the fact that the 
Canadian dollar is practically at 
par should have a decided effect 
on our export prices, when you 
consider that only a month ago 
our suppliers had to pay about 


MOUNT VERNON MILLS, INC. PRODUCES A WIDE RANGE OF FABRICS IN T 


DUCK-TRIMMED DOCK - The Forster Company of Minneapolis, Minnesota, are wholesale distributors of radios, 
televisions and home appliances throughout Minnesota and and parts of Wisconsin. Goods are received by The Forster Com- 
pany in carload or truckload lots at this Minneapolis warehouse; then redistributed in smaller lots. During the cold winter 
months, loading dock curtains are a vital factor in maintaining a proper warehouse temperature. In addition, they reduce 
warehouse heating costs and provide more comfortable working conditions for warehouse employees. Loading dock curtains 
at this Forster Company warehouse were made by C. J. Hoigaard Company from Mount Vernon duck. 


This is another example of how fabrics made by Mount Vernon Mills, Inc. and the industries they serve, are serving 
America. Mount Vernon engineers and its laboratory facilities are available to help you in the development of any new fabric 


or in the application of those already available. 


UNIFORMI TY 
Makes The 


Big Difference 


A LEADER 


Js Mount Vernon Vfius, inc. 


IN INDUSTRIAL TEXTILES 
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ae 
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Ss 
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Main Office and Foreign Division: 40 Worth Street, New York, N.Y. 


Branch Offices: Chicago + Atlanta + Baltimore + Boston + Los Angeles 


HESE CATEGORIES: Army duck, ounce duck, wide duck, drills, twills, 


osnaburgs and sateens e Fabrics used by the canvas goods manufacturing industry ¢ Hose duck, belt duck, chafer fabrics and other special fabrics 


for the rubber industry e Laminating fabrics and special 
laundry industry e Special fabrics for the coating industry e 
\felts for paper making, aprons for harvesting machines e Mop yarns and drape 
and Navy e Specification fabrics for industry generally. 
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constructions for the plastics industry @ lroning mach 
Standard constructions and specialties for the shoe, rug and carpet industries @ Dryer 
ry fabrics @ Work clothing fabrics for industry e Fabrics for U.S. Army 
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ine aprons and cover cloths for the 


+ Canadian 


y. commented a 
consular official 

A PURCHASING WEEK survey 
of importers of Canadian goods 
raised the question as to how 
much the lower exchange rate 
might contribute to lower Cana- 
dian prices. “I’m sure it’s a 
definite market factor,” said 
George Schell, head of Balfour, 
Guthrie and Co.’s Canadian soft 
wood department. “When the 
Vancouver office gives me a 
lumber price in U.S. dollars, they 
have to take the exchange rate 
into consideration.” 

Among companies dealing with 
Canadian metals, the most fre- 
quently expressed opinion is, 
“it’s too early to tell yet.” 

“Canadian producers usually 
use two metal prices,” explained 
an executive of a large Ameri- 
can firm that acts as selling agent 
for some Canadian mining com- 
panies. “Their U.S. quotation is 
higher than their domestic price 
because of the exchange pre- 
mium. Now they'll either move 
their Canadian price up to take 
care of the narrower premium, 
or move U.S. prices down.” 


Inco Boosts Price 


International Nickel Co. took 
the former course last week when 
it boosted its Canadian price for 
electrolytically refined nickel by 
2% ¢/lb. to “compensate for 
recent changes in exchange. 

“But Inco doesn’t have too 
much competition to contend 
with in nickel,” one metals man 
pointed out. “For metals that are 
in a real competitive bind Cana- 
dian companies may quote pos- 
sibly lower their U.S. price.” 

A large American brass mill that 
had suffered from Canadian com- 
petition—especially in copper 
water tubing—reported that it 
hadn’t noted any changes in 
Canadian prices stemming from 
the lower exchange rate. 

“But it’s a slack season right 
now for brass mill products gen- 
erally,” the company spokesman 
said. “It will be easier to judge 
the competitive effect of the lower 
premium when business picks 
up. 

Wood pulp importers agreed 
that the premium reduction 
wouldn’t influence the price of 
Canadian pulp. 

Pulp Mills Struggle 

Noting that pulp prices had 
been cut in November—and that 
high alpha content pulp (used in 
manufacturing photographic 
paper and rayon fiber) was re- 
ducedas recently aslate December 
—one importer said, “Canadian 
pulp mills are bumping along at 
the break-even point at current 
prices. It’s most unlikely that 
they'll pass on the savings in ex- 
change rates to their customers.” 

A few importers felt the lower 
exchange rates would have no 
effect on Canadian prices. “This 
sort of cost reduction shouldn’t 
effect the price of Canadian 
hides,” observed a tanning ex- 
ecutive. “Higher engineering 
costs will easily offset the ex- 
change savings,” remarked one 
importer of Canadian wood pulp 
machinery.” 

“However,” added the latter, 
“if a purchasing agent buys large 
dollar volume quantities of a 
standard quality product, he may 
be able, under the circumstances, 
to negotiate a good deal with 
some Canadian company.” 
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Spurt in Fringe Benefits Jacks Up Vendor Costs 


New York—Employers will 
shell out a total of almost $20- 
billion in fringe benefits in 1961 

-10% above last year’s level— 
if expected boosts in social se- 
curity taxes and unemployment 
insurance are put through. 

This continues a trend that has 
rocketed these indirect supplier 
costs 179% over the past decade 
—according to new estimates by 
the National Industrial Confer- 
ence Board. 

The Board reports that em- 
ployer fringe contributions now 
account for 7.4% of total pay- 
rolls, compared to 4.9% a decade 
ago and 6.9% in 1959 (see 
chart). 

The increase reported for 1960 
is a lot more significant than first 
glance might indicate. For it 
comes out to about 1.3¢ per 
worker per hour—a sharp 16% 
addition to the 8¢ per hour aver- 
age hike in direct wages reported 
over last year. 

The sharpest jump occurred in 
social security, for which employ- 
ers paid $5.2-billion last year— 
47% higher than in 1958. 

Much of this increase is built 
in by the social security law, 
which has been calling for year- 
by-year increases in employer 
contributions. For example, the 
law now requires a 3% contri- 
bution on the first $4,800 of a 
workers pay. In 1958 it was 
only 24 % of the first $4,200 of 
wages. 

And there’s no end in sight. 
The proposed new program for 
aid to the aged, for example, 
would mean another 4% em- 
ployer hike in social security 
taxes, if it’s adopted. 

Private pension and welfare 
funds is another area where a 
big jump in management fringe 
payments is reported. The cur- 
rent total of $8.5-billion is nearly 
triple that of a decade ago. 

The tremendous growth in this 
area has pushed pension pay- 
ments to the point where they 
now account for almost 50% of 
the fringe benefit pie, almost 


Foreign Steel Products 
Make New Inroads Here 
But Exports Also Climb 


Washington—P.A.’s again are 
stepping up purchases of foreign 
steel mill products—according to 
newly released figures of the 
Commerce Department. Imports 
during November rose to 199,000 
tons—an 11% increase over the 
previous month. 

Biggest items continue to be 
wire rods, concrete reinforcement 
bars, steel tubing, and steel pipe. 
It’s these heavy pipe imports 
(particularly from Japan) that are 
blamed by some experts for last 
week’s $20 net ton slash in elec- 
tric welded pipe by Kaiser Steel 
and other companies. 

Despite the latest rise, steel 
product imports through No- 
vember were running about 18% 
under the like period of 1959. 
But that’s to be expected since 
*59 totals were swelled by stock- 
ing up to offset the big steel 
strike. 

Exports, meanwhile, continue 
a bright spot in the steel picture. 
In the first 11 month of 1960, 
mills shipped 2.9-million tons of 
steel mill products overseas—al- 
most double the 1.5-million of 
the previous year. 
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double the next item, 
social security. 

The third largest contributor 
to fringes is unemployment in- 
surance. Last year this segment, 
with $3-billion, accounted for 
16% of the fringe pie. 

Further jumps are almost a 
certainty in this area in 196! 
The new Kennedy Administra- 
tion, for example, has indicated 
it will seek increased aid to job- 
less—the funds for which are 
bound to come out of the pocket- 
books of the nation’s manufac- 
turers. 


largest 


Add all the increases in these 
various sectors together and you 
come out with a total fringe pay- 
ment approaching 8% of com- 
pensation in 1961. 

This estimate is much lower 
than the one made last summer 
by the U.S. Chamber of Com- 
merce (see PW. Sept. 5, ’60, pp. 
6-7). The Chamber put fringes 
at over 20% of payroll. The 
reason for the discrepancy is that 
the Chamber includes other 
items, such as profit sharing, 
bonuses, paid rest periods, time 
not worked, in its fringe total. 
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ir of payroll 


Fringe Benefits Soar 


7 


1940 1945 1950 
Source: Notional Industrial Conference Board 


1955 56. 


Purchasing Week 


January 23, 1961 


write to 
KEARNEY & 


a 
no cost 


Send for this booklet 


TRECKER CORP. 


Contract Division 


6800 W. National Ave., Milwaukee 14, Wis. 


(or phone GReenfield 6-8300 ... direct 
Distance Dialing Code No. 414) 
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Follow-Up: Letters and Comments 


More on Interviews 
Kenosha, Wis. 

I would like to second the 
motion against lobby interviews 
as discussed by H. M. Zimmer- 
mann, director of procurement, 
Kearfott Div., General Precision, 
Inc. (PW, Jan. 9, °61, “Follow- 
Up,” p. 18). He Certainly has 
a splendid policy. 

My over 25-years of inter- 
viewing salesmen has _ been 
limited to suppliers of advertis- 
ing materials and publishers’ 
representatives. 

I never like to interview a man 
in the lobby. However, there are 
certain circumstances, especially 
when a new man calls and you 
feel that he does not have any- 
thing of interest along your line 
or he may be calling on the wrong 
person. 

I do feel that much time is 
wasted by granting interviews to 
just anyone who calls, because 
sO many people—especially in 
advertising—want to take ex- 
treme advantage of a private in- 
terview. 

I would like to add that when 
and if a lobby interview is neces- 
sary, suppliers should educate 
their salesmen to accept that in- 
terview as graciously as possible 
and, if necessary, to use the time 
to the best advantage in endeav- 
oring to get a private interview 
later on if they believe that it will 
be of value to both parties 

Of course, I could add also that 
office lobby phones should not 
be used for interview purposes. 
However, I do believe there are 
times when a buyer could save the 
seller a tremendous amount of 
time and enable him to go on his 
way to a more lucrative spot by 
the proper use of a lobby phone. 

I am greatly in sympathy with 
the buyer who tries to grant 
private interviews to all of the 
salesmen who call and is always 
expected to be a most gracious 


VA Important to Small 
Business, Erie P.A.’s Told 


Erie, Pa.— Value analysis is an 
important purchasing tool, par- 
ticularly for the small company 
where the profits can mean more 
on a percentage basis than in dol- 
lars a purchasing executive told 
members of the Purchasing 
Agents Assn. of Erie. 

Speaking at the group’s Janu- 
ary meeting, E. P. Kron, assistant 
director of purchasing, Eastman 
Kodak Co., Rochester, N. Y., dis- 
cussed the close relationship be- 
tween standardization and value 
analysis. “Both,” he stressed, 
“are important to the purchasing 
agent and engineering personnel.” 


Koontz New President 


Winston-Salem, N. C.—Doug- 
las J. Koontz, director of pur- 
chases at Wachovia Bank & Trust 
Co., has succeeded Robert H. 
Colley, Washington Mills Co., as 
head of the Winston-Salem Pur- 
chasing Agents Assn. Colley be- 
comes an ex-officio member of 
the board. 

Serving with Koontz are: Perry 
G. Harmon, Hanes Hosiery Mills 
Co., vice president; E. J. Parks, 
P. H. Hanes Knitting Co., secre- 
tary; and Paul Everhart, Bowman 
Gray School of Medicine, treas- 
urer. William Barber, Piedmont 
Airlines, is a director at large. 
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host. However, in all these 
matters we must realize that the 
salesman does not have a right 


To Our Readers 


This is your column. Write 
on any subject you think will 
interest purchasing executives. 
While your letters should be 
signed, if you prefer we'll 
publish them anonymously. 

Send your letters to: “Fol- 
low-Up,” Purchasing Week, 
330 West 42nd St., New York 
36, N. Y. 


to take undue advantage of a 
purchasing agent’s time. 

Forest J. Nelson 

Advertising & Sales Promotion 

Macwhyte Wire Rope Co. 


Leasing 
New Britain, Conn. 
Kindly forward a copy of your 
article “The Ins and Outs of In- 
dustrial Leasing,” published in 
your April 18, 1960 issue, page 

28. 

M. D. Coe 
Director of Purchases 
The Stanley Works 


GRAND RAPIDS ASSN. President Homer Baber (1) presents Weldon 
Sharp with a lifetime membership at the group’s Christmas party. 
Sharp, a former president of the association, retired as vice president 
in charge of purchases, Dexter Industries, Inc., after 37 years’ service. 


DIRECT 
LINE 
SERVICE 


BRIDGEPORT - 
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Olympia, Wash.—Tacoma City 
Light and the Grant County PUD 
are the first public agencies in the 
state of Washington to show in- 
terest in a possible claim for dam- 
ages lawsuit against major elec- 
trical manufacturers involved in 
federal price conspiracy actions 
last year. 

The PUD, building Priest Rap- 
ids and Wanapum Dams on the 
Columbia River, voted to join 
with the state and other agency 
plaintiffs in a suit against the 


Public Utility Agencies Consider Suits 
Against Electrical Equipment Makers 


suppliers for “damages because of 
violations of antitrust statutes.” 

Tacoma City Light, which has 
contracted for about $5-million 
worth of major equipment for 
Mayfield Dam, is gathering data 
to support damage claims. 

In Tennessee, the Memphis city 
utility said it might also seek triple 
damages. The Memphis Light, 
Gas & Water Division said it had 
done “millions of dollars worth of 
business” with the firms involved 
over the period covered. 


Give P.A. s More Time to Plan, Consultant Urges 


New York—‘Give the pur- 
chasing agent some planning time 
and your job will be easier,” a 
management consultant told the 
American Production & Inven- 
tory Control Society here last 
week. 

For 20 years, the P.A. had 
been put off in a corner to fill 
orders, said Robert Havemeyer, 
of Stevenson, Jordan & Harrison. 
But purchasing now has become 
an important adjunct to produc- 
tion, and the P.A.’s job is more 
than merely finding vendors. 

Because purchasing is such an 


important part of any company’s 
operation, Havemeyer believes 
the department should remain 
centralized. “A big mistake is 
decentralizing purchasing along 
with other departments,” the con- 
sultant warned. 

He said it was worth the extra 
salary for a company to pay a 
top-flight P. A. to run the whole 
show. A firm cannot expect to 
have a first-rate $25,000 pur- 
chasing man in every division, 
but with one good purchasing 
director at the top, all divisions 
will benefit. 


If you have ever been frustrated... 


in getting good information quickly 
from your metals suppliers, here is the 
symbol of a sales service that will in- 
terest you... 


“Any Bridgeport salesman or sales 
deskman may contact any of our technical 
management or mills at any time to ob- 
tain prompt and authoritative response 
to customer inquiries and problems” 


For you, this will mean better deliv- 


ery information and service—expert 
and objective advice on alloy selection of 
aluminum sheet and rod, or any copper- 
brass mill product—or fast action in 
response to your emergency require- 
ments by our laboratories, mills or 
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Metals Service Centers. 


Bridgeport’s “Direct Line” Service is 
ready to serve you...now. 


BRIDGEPORT 
BRASS COMPANY 


Bridgeport 2, Connecticut 


ALUMINUM - BRASS «-.- 
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As partners in management, 
Havemeyer said, purchasing and 
production have their responsi- 
bilities toward each other. 

The P.A. can come up with 
pricing and supply information 
in advance of the market, and 
render an invaluable service in 
new product planning, he said. 

Production, in turn, can profit 
by making good use of the im- 
portant qualities of a good P.A. 
—dependability and prudence. 
And the way to do this, Have- 
meyer said, is to allow the pur- 
chaser enough time to plan in 
advance. 

In practical terms, he said, 
this means that purchasing must 
have exact specifications of mate- 
rial in understandable language. 
The P.A. can’t guess what an 
order means. 


Adequate Lead Time 


Purchasing also must be given 
adequate lead time, Havemeyer 
said. Production should develop 
standard lead times and change 
them only after giving sufficient 
prior notice. With this setup, 
not only will purchasing be able 
to plan ahead, but salesmen can 
keep a predictable delivery time. 

“Too often the purchasing 
agent is faced with an order for 
something you needed yester- 
day,” Havemeyer said. 


Other aids to the P.A.: 


@ Where possible, order items 
that can be obtained from more 
than one source. 


@ Maintain a standard unit of 
measure on orders. A big cause 
of confusion, Havemeyer said is 
translating one unit of quantity 
into another. 


@ Establish end points of re- 
sponsibility. The P.A. must 
know where his role ends after 
material enters the plant and 
passes inspection. In Have- 
meyer’s opinion, only purchasing 
should handle the paper work of 
matching invoice, receipt, and 
purchase order. Accounting is 
around only to check the mathe- 
matics and pay the bills, he said. 


Can Help Develop Catalog 


Production can turn over to 
the P.A. ways of getting a sup- 
plier-maintained inventory. And 
inventory control can get help 
from purchasing in developing a 
standard parts catalog. 

Expanded use of blanket or- 
ders and a steady supply of 
easily adaptable sub-assemblies 
are other benefits from a pur- 
chasing department with time to 
manage. Finally, said Have- 
meyer, the real worth of a P.A. 
will be finding subcontractors. 
And for the production develop- 
ment committee, he will have 
these subcontractors on the line 
before they are needed. 


Tighter Curbs Sought 


Dover, Del.—An investigating 
committee of the State Highway 
Commission has recommended 
tighter curbs on purchasing pro- 
cedures with an eye to cutting out 
payola and limiting authority of 
commission employees. Em- 
ployees are now permitted to 
accept gifts which do not exceed 
$10. 

The proposals followed an in- 
vestigation of highway depart- 
ment personnel irregularities. 
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EDITOR 

Purchasing Week 
330 W. 42nd St. 
New York 36, N. Y. 


| want... 


enclose 


Company 
Address 


My title or 
position is 


n these pages appear six more 

tables of a special PURCHASING 

WEEK study that helps you de- 

termine—at a glance—the correct or- 

der-size for many of the items you buy. 

Add this to the material in last week’s 
issue (pages 17-19) and you have: 

@ A concise set of instructions in the 

use of the Economic Order Value 

Method; plus 


@ Twelve tables (six herewith, six 
last week) that swiftly tell you: the right 
order-size for items with a monthly 
usage of $25 to $10,000, geared to 
order costs of $2, $3, $4, and $6, with 


carrying charges of 1%, 142%, and 


“ PURCHASING WEEK °* 


McGraw-Hill’s National Newspaper of Purchasing 
CLIP AND MAIL THIS COUPON TODAY TO: 


.copies of your complete “How You Can 
Order Scientifically’ guide (at 25¢ per copy). | 


2% ... the penalty for over-buying 
or under-buying . . . and the wisdom or 
folly of taking discounts and trans- 
portation savings; plus 

@ A coupon which makes it easy for 
you to get the whole package in book- 
let form at 25¢ a copy (what it costs us 
to process the brochure). 

This timely study was conceived and 
supervised for PURCHASING WEEK by 
Consultant F. Albert Hayes. Computer 
work on the 5,000-plus figures in the 
tables was directed by Consultant Mar- 
tin L. Leibowitz in the workshop of 
Systems Research Group, Inc., of 
which he is an officer. 

Basically, what PURCHASING WEEK 


How You Can 
Order Scientifically 


@ Here's Part Il of Your Timely Guide 
To the Economic Order Value Method 


© /t Provides Easy-to-Use Computations 
To Determine the Correct Size of Orders 


© Other Advantages: Hints on Discounts, 
Penalties, and Transportation Savings 


is doing for you is 1) taking the 
drudgery out of mathematics, and 2) 
presenting you with finished computa- 
tions as easy to read as any railroad 
timetable. 

Just to refresh your memory, here’s 
how the tables work (as example we'll 
pick an item with a monthly usage of 
$200, order costs of $4, carrying 
charges of 1%, and no discounts): 

1) Find the $200 monthly usage 
figure at the top of the table (it appears 
just below). 

2) Run your finger down the $200 
column until you hit the first zero. 

3) Turn left and go to the “correct 
purchase” column. 


4) There you hit $300, That’s your 
answer: Buy $300 per order. 

The other figures in the same vertical 
column are penalty figures. For ex- 
ample, had you bought $25 of this item 
(instead of $300), your penalty would 
be $28 per month; had you bought 
$3,000, your penalty would be $12 per 
month. (Think what that would be 
in a year!) 

Says Consultant Hayes: “I consider 
this the very basic tool in any purchas- 
ing executive’s kit. And I’m happy that 
I—and my colleagues on PURCHASING 
WEEK—<an give it to you in this ultra- 
sharp form. You'll find it a handy way 
to check your actions.” 
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Monsanto Plans $75-Million Facility 


To Become Self-Sufficient in Ethylene 


St. Louis—Monsanto Chemi- 
cal Co. will build a $75-million 
ethylene plant, described as the 
world’s largest, on a recently pur- 
chased 3,000 acre site at Choco- 
late Bayou, Texas. 

The plant will have a capacity 
of 500-million Ib. a year, enough 
to make Monsanto virtually self- 
sufficient in ethylene, company of- 
ficials said. 

Scheduled for completion in 
1962, the plant also will produce 
42-million gal. of benzene and 


50-million Ib. of naphthalene a 
year. Other hydrocarbons slated 
for production include: propyl- 
ene, cumene, phenol, acetone, 
and ethyl benzene. 

To meet growing demands for 
non-ionic low sudsing detergents, 
Monsanto said it will convert a 
portion of the ethylene produced 
at the new plant to its oxide. The 
major portion of the plant’s other 
hydrocarbons will be used by 
Monsanto’s various operating 
units. 


Industry News in Brief 


Malory, $.M.S. Merge 


— §.M.S. Corp. 
of Birmingham, Mich., has been 
merged with P. R. Mallory & Co. 
Previously a wholly owned sub- 
sidiary of Mallory, S.M.S. will 


Indianapolis 


continue operations as_ the 
Birmingham plant of the Mallory 
Metallurgical Co., a division of 
P. R. Mallory. S.M.S. resistance 
welding products will supplement 
Mallory’s present welding prod- 
uct line, which includes elec- 
trodes and holders, adapters, and 
other accessories. 


Dow Plant on Stream 


Plaquemines, La. Dow 
Chemical Co. has begun shipping 
polyethylene from its new facili- 
ties here. The plant, part of the 
company’s new polyethylene divi- 
sion, is expected to go into full 
production within a few weeks. 


Columbia-Southern 
Pittsburgh — Columbia-South- 
ern Chemical Corp., a wholly 
owned subsidiary of the Pitts- 


RBaW survey seeks out ways to economize 
with cold formed special parts 


as well as with standard fasteners 


Standard fasteners and many cold 
formed parts are closely related. 
They’re offspring of the same ma- 
chine. When called in to survey fas- 
tener usage, therefore, the RB&W 
Man can also ferret out those spe- 
cial parts which could be produced 
faster and for less money on RB&W’s 
cold headers or nut formers. 

The hand-held part above, for ex- 
ample, is a car trunk hinge spacer. 
Its cost was cut 50% when RB&W 
took on the job 


cold-formers 


pounding them out at high speed, 
smoothly finished, and ready for 
installation. 

By buying such parts, instead of 
making them, you save in one or 
more ways. (1) There’s less machin- 


of 


ing time—or none at all. (2) Assem- 
blies of several small pieces can be 
made as a unit—reducing assembly 
costs. (3) When shape of piece is 
such that you would have to machine 
excessively from relatively large 
diameter rod, you avoid heavy scrap 
loss. Sometimes cold forming be- 
comes the only way to economically 
produce a piece—as for example, 
the eccentric cam shown above. 

To get the most from your dollar 
in standard fasteners or specials, 
find out what the RB&W Fastener 
Specialist can do in cooperation with 
your engineers. Or write about your 
requirements in special parts direct- 
ly to Russell, Burdsall & Ward Bolt 
and Nut Company, Port Chester, N.Y. 
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116th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock 
Falls, Ill; Los Angeles, Calif. Sales office and ware- 
house at: Son Francisco, Calif. Sales offices at: 
Ardmore (Phila.}, 
Dallas. Sales agents at: Cleveland; Milwaukee; New 
Orleons; Denver; Fargo. Distributors coast to coast. 


Pa.; Pittsburgh; Detroit; Chicago; 


burgh Plate Glass Co., has be- 
come a division of the parent 
company, operating under the 
name of Pittsburgh Plate Glass 
Co., Chemical Div. Company 
officials say the general direction 
and management of Columbia- 
Southern will not be affected by 
the corporate consolidation. 


Bell & Howell Buys 


Chicago—Bell & Howell Co. 
has purchased Russell Ernest 
Baum, Inc., Philadelphia manu- 
facturer of folding machines, and 
its subsidiary Liberty Folder Co. 
of Sydney, Ohio. B & H will 
supplement its own office equip- 
ment line, which includes insert- 
ing and mailing machines, micro- 
film and microfilm equipment, 
with Baum’s line of more than 
100 automatic folding machines. 


Ferro Expands 


Cleveland — Ferro Corp. is 
expanding its plastic colorant 
operations in the Northeast with 
the opening of a plant in Eliza- 
beth, N.J. The plant has offices, 
storage space, and laboratories 
and equipment for the custom 
blending and packaging of pow- 
dered dry colorants. In addition 
to the dry colorants, Ferro’s com- 
plete line of paste colors and gel 
coats will be stocked. 


Orion Moves Plant 


Tuckahoe, N. Y.—Orion Elec- 
tronic Corp. has moved its offices 
and manufacturing plant here 
from New Rochelle, N. Y. Com- 
pany officials say production of 
the firm’s line of RF amplifiers, 


related power supplies, and 
precision test instruments will 
be increased by 200% in the 


larger manufacturing area of the 
new plant. 


Suntide to Build 


Tulsa, Okla.—Construction of 
an ethyl benzene separation unit 
will begin March 1 at the Sun- 
tide Refining Co. plant in Corpus 
Christi, Tex. The new petro- 
chemical unit, Suntide’s sixth, will 
be designed for an annual capac- 
ity of 30-million lb. The ethyl 
benzene to be produced is used 
as a raw material for the produc- 
tion of styrene and other petro- 
chemicals. 


Packaging Corp. Buys 


Evanston, Ill. — Packaging 
Corp. of America, producer of 
paperboard packaging product, 
has expanded into the plastics 
field. It has acquired the plastics 
division of Lakeside Mfg. Co. 
of Milwaukee and Worcester 
Molded Plastic Co. of Worcester, 
Mass. The firms, which make 
polystyrene plastics, will be the 
nucleus of a new plastics division 
to be formed by Packaging Corp. 


Freon Products to Move 


New York—tThe eastern dis- 
trict sales office of the DuPont 
Co.’s Freon Products Div. will 
transfer to new quarters at 160 
Halsted Rd., East Orange, N.J., 


by the end of January. 
January 23, 1961 


IH Puts Scout Vehicle on Market; 
Introduces New Light Duty Trucks 


(Continued from page 1) 
Nov. 28, ’60, p. 1) is already on 
display at IH dealerships. The 
vehicle is available as a com- 
pletely enclosed runabout small 
pickup, or panel truck. The 
three-person passenger compart- 
ment has a removable steel top 
and doors and door glass are also 
removable. The windshield folds 
down. A full-length steel top that 
encloses both driver compartment 
and body is optional. The steel 
top has windows on the sides and 
rear, and top and bottom-hinged 
station-wagon type tailgates. 

The Scout is built on a 100-in. 
wheelbase and has an over-all 
length of 12 ft., 10 in. A four- 
cylinder engine develops about 90 
hp. at 4,400 rpm. 

The C-line trucks range from 
4,200 Ib. to 8,800 Ib., and in- 
clude standard and Bonus-Load 
pickups, panel truck models, and 
chassis with stake, platform, 
dump, and service-utility bodies. 
They feature a “low profile,” new 
exterior styling, longer wheel- 
bases than previous models, and 
a choice of new suspension sys- 
tems and frames. 

The line also includes a “com- 
pletely new” model of the com- 
pany’s large-capacity Travelaii 
station-wagon and the smaller 


Jessop Steel Introduces 
‘Bonus ‘61 Plan to Help 
Customers Buy Stainless 


Cleveland—Although price is 
a major selling point with steel 
warehouse firms these days, 
customer service is demanding 
more and more attention as an 
order getter. 

Latest to follow this lead is 
Jessop Steel’s Warehousing Div. 
which has just announced a mar- 
keting concept that formalizes a 
“tailor-made” service approach 
for stainless. Jessop calls its new 
program “Bonus °61” and 
stresses help to steel buyers in 
saving money by combining 
various stainless sheet items 
wherever possible to reach a 
better weight bracket. 

In addition to supplying cus- 
tomers with tips on how to com- 
bine factors for quantity savings 
on stainless sheet purchases, 
Jessop’s “bonus” program com- 
bines these features: 

@Code Card Control. Each 
customer has his own code card 
with special instructions on num- 
ber of invoices desired, delivery 
hours and locations, color codes 
for marking bars, cutting meth- 
ods, bundle sizes, crane capaci- 
ties, etc. 

® Double Check Control. Each 
price on every quotation, all 
order processing paperwork, con- 
firming orders, and prices on 
all invoices are double-checked 
against each other. 

@ Status Reports. At the cus- 
tomer’s request, or ‘whenever 
special circumstances require, 
Jessop sends customers a status 
revort indicating when delivery 
of an order can be expected. 

®@ One-Step Information Serv- 
ice. All requests for information 
about orders are given directlv 
to the salesman who processed 
the order. The name of the sales- 
man is printed on the bottom of 
each acknowledgement, receiv- 
ing and invoice copy. 
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Travelette. The large model seats 
nine persons or, with front-seat 
passengers only, has a payload 
area of 124 cu. ft. The Travelette 
is a six-passenger, four door 
model with a six-foot pickup 
body. 

Independent, torsion-bar or 
I-beam front suspension systems, 
and welded box-section or 
channel steel frames are avail- 
able for C-line trucks. Interna- 
tional V-8 engines rated at 155 
hp. are standard for all models. 


- 


“SCOUT” MARKS International Harvester’s entry into the compact truck 
field. Two-wheel and four-wheel drives are available on the vehicle. 


TVA Surveys Industries 


Knoxville, Tenn. — The Ten- 
nessee Valley Authority expects 
to complete this spring a detailed 
survey of the forest industries in 
the region it serves—the first of 
its kind to be done in 15 years. 

The survey will include in- 
formation on the number of 
plants, plant value, product 
value, timber requirements and 
employment during the last year 
in the industries. 

The analysis will be made 
available through TVA and the 
divisions of forestry of the states 
of Alabama, Georgia, Kentucky, 
Mississippi, North Carolina, Ten- 
nessee and Virginia. 


SILICONE NEWS from Dow Corning 


Design For Quality 


SILASTIC Assures Trouble-Free Operation, 
gums Builds Lasting Brand Preference 


Tomorrow’s customers will demand quality, They'll demand trouble-free 
operation. They'll demand lasting durability. You'll have to meet these 
demands to maintain any kind of profit margin. Improvements in the 
design of your products will help. But more important in your quality 


mix is the selection of better, more dependable materials . . 


like Silastic®, the Dow Corning silicone rubber. 


- materials 


Because Silastic is doing so many difficult jobs well, designers no longer 
challenge Silastic’s immunity to deterioration by 500 F heat, —130F cold, 
weathering, ozone, corona, and oxidation aging. Today’s designers con- 
centrate on making the most efficient use of the properties of Silastic 
to increase consumer satisfaction with products like frypans, automotive 


transmissions, range doors, tire valves 
Thanks to Silastic, the rubber that never grows old . . 


. . . even baby bottle nipples. 
. never gets tired 


. +. many of tomorrow’s products will last longer, perform more efficiently, 
cost less to maintain. Will yours? 


Over 100 Rubber companies manufacture 
these standard parts from Silastic: 


Seals and Gaskets 


O-Rings 


Mechanical Rubber Goods 
Coated Fabrics 

Ducting and Hose 
Extrusions 


Sleeving 


Electrical Tapes 


Sponge 


Wire and Cable 


For more information about Silastic and 
list of parts suppliers, write Dept. 7513a. 


ATLANTA BOSTON 
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Two More GE Value Analysts Start 
Consulting Company in Schenectady 


Schenectady, N.Y. — Two 
more alumni of the General Elec- 
tric value analysis department 
have branched out and formed 
an independent consulting com- 
pany. 

The new firm, Value Programs 
for Industry, Inc., has been or- 
ganized here by R. E. Fountain 
and John Prendergast, president 
and vice president-treasurer, re- 
spectively. 

The company’s services will 
include: training in value analy- 
sis, products and business evalua- 


J. PRENDERGAST R. E. FOUNTAIN 


tions, and training in idea genera- 
tion and development. It also 
will specialize in organizing value 
clinics for sales executives and in 
setting up programs for the 
rejuvenation of existing cost 
reduction activities. 

Fountain and Prendergast both 
had been value specialists in op- 
erating departments of GE and 
-in that company’s value analysis 
program under L. D. Miles. 

The new VA consultants are 
setting up shop in the same city, 
Schenectady, where two years 
ago two other former General 
Electric value analysis experts, 
J. K. Fowlkes and Howard L. C. 
Leslie, pioneered their Value 
Analysis, Inc., which now has 
branch offices in Oak Park, IIl., 
and Newport Beach, Calif., in 
addition to its Schenectady head- 
quarters. 

The ever growing interest in 


Hills and Cramped Riders 
Force San Francisco To 
Abandon Diesel Taxicabs 


San Francisco—The steep hills 
of this city and a tight fit for pas- 
sengers have spelled doom for the 
diesel taxicab here—at least 
as far as Yellow Cab in Cali- 
fornia is concerned. Yellow Cab 
President W. Lansing Roths- 
child, who imported about 100 
Mercedes 190-D’s from Germany 
in 1959, said the experiment 
must be considered a failure. 

“They are great on fuel econ- 
omy, but they are underpowered 
for hills, and should be larger,” 
was the way Rothschild sum- 
marized his experience with the 
diesels. Because of the hill prob- 
lem in San Francisco, all that 
city’s diesels have been shipped 
to Los Angeles, where they will 
be used out and replaced in time 
with conventional taxicabs. Die- 
sels currently make up more than 
10% of Yellow Cab’s Los An- 
geles fleet. 

On paper, the diesel experi- 
ment looked very promising. 
Diesels consume half the volume 
of fuel consumed by conventional 
vehicles, and the fuel used is 
cheaper per gallon. With Yellow 
Cab’s 6-million to 8-million gal. 
consumption of gasoline annually, 
the company was looking forward 
to considerable savings, even 
after the high delivered price of 
$3,550 per copy for the Mer- 
cedes. 
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value analysis programs is illus- 
trated by the fact that Value 
Analysis, Inc., has just expanded 
its consulting services one step 
further—into what Fowlkes and 
Leslie term the field of “value 
auditing.” They have just an- 
nounced the establishment of a 
new division—Value Audit—to 
offer management a means of 
evaluating the degree to which 


Reynolds Plant Stays 


Arkadelphia, Ark.—Reynolds 
Metals Co. has decided to con- 
tinue production at its aluminum 
reduction plant here after a shut- 
down announcement = spurred 
state officials to review power 
rate schedules. 

Reynolds claimed that high 
electrical costs were largely be- 
hind plans to close the Arka- 
delphia plant. A decision to 
withdraw the order was made 
after company officials met with 
state and Arkansas Power & 
Light representatives, and Rey- 


value analysis techniques are] WAX LAMINATOR: New equipment at Alcoa’s Davenport, lowa works |nolds opened rate negotiations 
utilized—and how they show] is part of $1.5-million expansion to supply wider markets in unprinted | with the utility it was reported 
up—in industrial earnings. foil laminations for packaging, labeling, and building insulation. | by the company. 


SYLVAMIA PRODUCES & DELIVERS 
THE COMPLETED ASSEMBLY 


—at substantial savings to IBM 


This electrical connector block is a vital link in the elec- 
trical system of an IBM computer. Unless it is built to 
exact tolerances, the computer can malfunction. 


To make this critical part, IBM chose Sylvania because 
we could perform the entire production sequence —from 
raw materials to completed assemblies built to tolerances 
in terms of thousandths of an inch. It soon proved the 
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Sylvania experience paid off in two ways: in production 
economies and in fast delivery too. Total result: a better 
connector block —at lower cost. (For details see captions 
to pictures on these pages.) For full information on how 
Sylvania custom facilities can benefit you, or for a quote 
on a specific project, write Sylvania Electric Products 
Inc., Parts Division, Warren, Penn. 
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New Plants, Expansions, Acquisitions 


Duncan to Build 


Santa Ana, Calif.—Duncan 
Electronics, Inc., will build a new 
facility for the manufacture of 
potentiometers and other pre- 
cision eletcronic devices at a 612 
acre site in Costa Mesa. The 20,- 
000 sq. ft. plant is expected to 
be ready by May 1. 


American Boatbuilding 


New York—American Boat- 
building Corp. has acquired In- 


dustrial Shipbuilding Co., Ltd., 
and Paceships, Ltd. of Mahoney 
Bay, Nova Scotia. American, 
which specializes in fiberglas boat 
construction, will convert the 
Mahoney Bay facility to fiberglas 
productions. 

y 

Stevens, Inc. Buys 

Detroit—Frederick B. Stevens, 

Inc. has acquired Clark-Cooper 
Co., Inc., Palmyra, N. J., manu- 
facturer of flow metering pumps 
and related equipment. 


Plans call for the expansion of 
Clark-Cooper’s facility for manu- 
facturing pumps. The basic prod- 
uct line will remain the same, 
but new models will be added in 
the near future, a spokesman said. 


District Office Moved 


Boston—Colorado Fuel and 
Iron Corp.’s district office and 
warehouse has moved to the 
Riverview Industrial Center, 
Needham,. Mass. The Needham 
plant consists of approximately 


20,000 sq. ft. of warehouse space 
and 3,200 sq. ft. of office space. 


Universal Electric Co. 


Owosso, Mich. Universal 
Electric Co.’s new plant at 
Ripley, Tenn. to produce frac- 
tional horsepower motors is ex- 
pected to start operation in mid- 
February. The $750,000 facility 
will be in full production by the 
end of March. 


J-M Plans New Mill 


New York — Johns-Manville 
Corp. and Kern County Land Co. 


MOLDED FROM PLASTIC by Sylvania, the IBM connector block 


meets tightest specifications. This is possible because Sylvania main- 
tains one of the world’s most modern and complete lines of automatic 
molding equipment. This equipment permits Sylvania to handle vol- 
ume orders for compression, injection and transfer molding. And a 
unique bank of rotary presses can produce millions of precision parts 
each day—even using phenolics and urea. 


Result to IBM? Precisely formed parts to fill high-volume requirements. 


CUSTOM METAL STAMPING AND DOT WELDING, in one 
operation, also paid big dividends to IBM. The original plans called 
for forming parts and then gold-plating the entire contact. Following 
a request by IBM to extend contact life and reduce costs, Sylvania 
experience paid off. Sylvania Engineers demonstrated they could weld 
a tiny gold dot at the contact point economically while maintaining 
close tolerance on the critical dimensions of the formed contact. 
High-speed, high-volume techniques enable Sylvania to meet critical 
deflection and sheer tests. Sylvania maintains a metal stamping facility 
which includes multi-slide machines, vertical presses, and specially 
developed machines to help solve your special problems. 


- .023” 


MADE FROM SYLVANIA WIRE, precision-rolled 
ribbon connectors offer high reliability when the cir- 
cuitry is completed using wire wrap contact methods. 
The cross section of the ribbon 
the corner radius of .003” were accomplished on a 
special three-head tandem rolling mill and special 
forming equipment. 


x .062” —and 


Result of this flexibility to IBM? Top reliability at close 
tolerances. 


QC SERVICE MEANS QUALITY CONTROL! 


At Sylvania, a tough-minded, hard-to-please quality control department has full authority for assuring the parts Sylvania produces 
meet your most stringent specifications. Example of this thoroughness: for the IBM connector block, Sylvania used 100% inspection! 


SYLVANTA 


Suteidiry of GENERAL TELEPHONE & ELECTRONICS 


January 23, 1961 


Purchasing Week 


CUSTOM ASSEMBLY by Sylvania of the block and 
the parade of contacts is handled by our corps of 
trained specialists. Many of our customers have found 
that Sylvania can often deliver completely assembled 
and packaged products — using either all Sylvania com- 
ponents or all customer components, or both— at lower 
cost than is possible in the customer's own facilities. 


Result to IBM? Many, many thousands of completed 
top-quality assemblies per month, and to tolerances 
specified for automatic wire wrap. 


have announced plans to place a 
1,500-acre high grade asbestos 
deposit at Coalinga, Calif., into 
commercial production. 

An asbestos mill will be built 
at the deposit in the Diablo 
Mountain Range to process a 
high-quality asbestos fiber for the 
manufacture of asbestos-cement, 
asphalt-asbestos, and _ vinyl-as- 
bestos products. 


Rome Cable Expands 


East Los Angeles—The Rome 
Cable Div. of Aluminum Co. of 
America has set up new cable 
production facilities geared to the 
complex needs of the missile, 
rocket, and electronic instrumen- 
tation fields. The unit will 
handle custom fabrication of 
cables and cable assemblies to 
customer specification, utilizing 
the full capabilities of the di- 
vision. 


Spector Expands 


Chicago — Spector Freight 
System, Inc., has acquired Great 
American Transport Inc. of 
Detroit, and consolidated it into 
its operation. Spector has man- 
aged Great American for more 
than two years under the tem- 
porary authority of the ICC. 
Great American’s routes are in 
Michigan, Ohio, Indiana, and II- 
linois. It had revenues of about 
$1.5-million last year. 


Brunswick Boosts Output 


Philadelphia—Scott Paper Co. 
and Mead Corp. have worked out 
a plan to finance a $35-million 
expansion of their jointly owned 
Brunswick Pulp and Paper Co., 
of Brunswick, Ga. 

The expansion will boost the 
mill’s bleached sulphate capacity 
from 550 tons to 1100 tons daily. 
A new pulp drying machine will 
enable the plant to manufacture 
bleached board for the first time. 


H-C Stocks Aluminum 


Richmond, Va.—tThe Hill- 
Chase Steel Co. of Virginia, is 
expanding its sales and stocking 
activity to include aluminum, ac- 
cording to company spokesmen. 
Hill-Chase was recently ap- 
pointed distributor of Kaiser 
aluminum sheet, plate, bar, rod, 
and wire products. 


Charleston Rubber Co. 


Charleston, 8.C. — Charleston 
Rubber Co. has appointed Dis- 
tributor Service Corp., 7800 
Compton Ave., Los Angeles, as 
its service representative and 
warehouse distribution center 
for industrial products in 13 
western states including Alaska 
and Hawaii. 


Standard Gets License 


Cleveland Republic Steel 
Corp. has licensed Standard Pipe- 
protection, Inc., of St. Louis to 
use the firm’s X-Tru-Coat process 
for coating steel pipe. 

Standard plans to build a 
second plant in the St. Louis 
area for the exclusive production 
of plastic coatings. The present 
plant will continue to process 
conventional tar coatings. The 
new facility is expected to be in 
operation by June. 
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Heavy Demand and Fear of Shortage 
Push Burlap Price Tags Up Sharply 


New York—Burlap prices, 
which have been inching up 
steadily since last July, took an- 
other sharp jump last week. 

Spot price or heavyweights in 
the New York market climbed 
lI¢ in one week to 15.7/yd. 
while lightweights rose to 12¢. 
Both prices were roughly 50% 
above the year ago level. 

Sparking the rise was con- 
tinued fear of a jute shortage 
combined with an increase in 
orders from U.S. buyers of ma- 


terial for carpet backing and 
other burlap products. 

Prices in the Calcutta market 
began advancing when raw jute 
output in India dropped to 5.7- 
million bales (400 lb. each) in 
the year which ended last June. 
Output of the previous year was 
6.9-million. 

Price of the 10 oz., 40-inch 
heavyweight material began in 
early July, posting 11.2¢/yd. 
They increased to 14.7¢ by Jan. 
10, then took another 1¢ jump. 


MAIL THIS AD FOR Blockson Catalog of 


- PHOSPHATES 


For handy BUYING GUIDE to every 
Sodium Phosphate and chemical listed below, clip 
this ad to your letterhead and mail to: 


BLOCKSON CHEMICAL COMPANY 


Chemicals Division 


Olin Mathieson Chemical Corporation 
Joliet, Iilinois 


Sodium Tripolyphosphate + Tetrasodium Pyrophosphate (Anhydrous) « Sodium 
Polyphos (Sodium Hexametaphosphate-Sodium Tetraphosphate) « Trisodium 
Phosphate (Crystalline- Chlorinated - Monohydrate) « Disodium Phosphate 
(Crystalline-Anhydrous) » Monosodium Phosphate (Anhydrous-Monohydrate) « 
Sodium Acid Pyrophosphate + Tetrapotassium Pyrophosphate « Sodium 
Silicofluoride » Sodium Fluoride « Aluminum Fluoride + Hydrofluoric Acid 
e Sulfuric Acid « Teox® 120 « Teox® Compound 3 « C-33 Sequestering Agent 


Direct and 
ONE-CARRIER 
Connecting Service 


'i - 
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KEY TO MAP: ® MASON and DIXON 


The joint Mason and Dixon/ 
Silver Fleet operating authority 
throughout the East, South and 
Midwest connects at “gateway” 
cities with reliable connecting 
carriers to provide service to 
most of the U.S.A. Thirty-seven 
modern terminals and daily thru- 
loading of all LTL freight speed 
goods to destination. Call Mason 
and Dixon/ Silver Fleet for com- 
plete motor freight service. 


= SILVER FLEET 


to most of the 
United States 


— Connecting Carriers 


She | A 
MASON *..; DIXON 


e' 


ee fouung 


LEET 


Managed by The Mason ond Dixon Lines 


GENERAL OFFICES: KINGSPORT, TENN 


Coal Producers Seek to Hold Price Line in 61] 


New York—Coal producers 
are Out to keep a lid on prices in 
1961—despite the recent 7¢ 
ton freight increase posted by 
the nation’s railroads. 

The industry wants to con- 
solidate gains made over the past 
year in its competitive position 
relative to other fuels, whose 
prices have been going up. Tags 
for gas fuels and residual fuel 
oil, for example, have been 
running 642% and 15% re- 
spectively over last year, while 
coal has been averaging .5% less. 

Coal costs may be slightly 
higher—but not to all buyers. 
That’s because some producers 
will absorb the freight increases, 
according to industry observers. 

“In the past we have absorbed 
freight hikes,” observed one com- 
pany spokesman. “We have to 
consider freight charges when 


we set our prices because oil 
companies quote on a delivered 
basis. But the price outlook is 
steady generally, and I think 
only a few outfits will be reduc- 
ing their prices to offset the 
higher freight charge.” 

His feeling that freight absorp- 
tion will be limited is based on 
the prospect of relatively stable 
demand in 1961. 

“I see no reason why 1961 
should be any better or any worse 
than last year,” commented one 
executive of a large Eastern min- 
ing company. 

His opinion was echoed by 
most coal people. The industry 
consensus forecasts this year’s 
bituminous production will be 
equal to or perhaps 2% higher 
than 1960, depending on how the 
steel industry fares. 

One bright spot: Utilities, the 
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high quality WEBSTER 
CARBON PAPERS 


With Webster MultiKopy in your typewriter 
carriage you get so many advantages. 


Exclusive, Uncoated Numbered Edge makes 
carbon handling easier and cleaner. It insures 
you neatly typed, even carbons every time. 


Stays Flat even in extreme temperatures. 
Each sheet is specially treated to insure 
smooth, flat, uniform handling ease. 


Weights and Finishes to fit individual needs. 
You'll get crisp, clean results whatever your 


typing requirements. 


And Webster offers you a variety of other 
high quality duplicating supplies: typewriter 
ribbons in cotton, nylon and silk for all type- 
writer makes; office machine ribbons for most 
types of adding, accounting, tabulating and 
addressing machines; carbon paper rolls, and 
spirit duplicating papers and master units. 


plus: hand cleansers, type cleaners, instrument 
oil, and duplicating fluid. 


At better office equipment dealers every- 
where — make it clear you want 


Webster 


MultiKopy Durametric Carbon Papers 


Always send a “‘Time-Saver”’ courtesy carbon copy 


F.S. Webster Company «+ 7 Amherst Street « Cambridge, Mass. 
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biggest user of coal, are sched- 
uled to burn 19-million tons 
more in 1961 than last year. 

Utilities set their prices when 
they negotiate their annual coal 
buying contracts in April. The 
feeling now is that current rates 
will continue. 

This belief is based on the fact 
that quotes on most key bitumi- 
nous grades—such as_ stoker 
sizes—are running close to year- 
ago levels. 

One exception, however, is 
industrial screenings which hav- 
en’t experienced the usual 
winter price pickup and are sell- 
ing at their lowest figure in the 
past two years. 

According to industry ob- 
servers, this is due to the com- 
petitive situation being keener 
in this grade than the others. 
When their larger sizes aren't 
sold, firms grind them down to 
sell as industrial screenings. 


New Wage Agreements 


Make Venezuela Miners 
Highest Paid in the World 


Caracas Venezuela’s 4,500 
iron ore miners will be the high- 
est paid in the world, under 
terms of new collective labor 
contracts signed by Orinoco Min- 
ing Co. (U.S. Steel) and Iron 
Mines Co. of Venezuela (Bethle- 
hem Steel). 

The three-year contracts, rep- 
resenting an increase of at least 
35% in labor costs, are expected 
to weaken the competitive posi- 
tion of Venezuelan ore in world 
markets. Orinoco estimates that 
its 3,000 workers will receive an 
average $10,500 a year in wages 
and benefits under the contract, 
as compared with an average 
$7,800 in the past. 

Orinoco says the pacts will 
strengthen the steel positions of 
Liberia, Mauritania, India, Peru, 
Brazil, Chile and “even Canada, 
where salaries and living condi- 
tions are considerably inferior to 
those existing for miners in 
Venezuela.” 


SKF Takes Long Lease 
On North Carolina Plant 


Philadelphia—A newly com- 
pleted plant in Asheville, N.C., 
has been acquired under a long- 
term lease by SKF Industries, 
Inc., ball and roller bearing 
manufacturer. 

“We negotiated for the addi- 
tion of this plant to SKF because 
it will greatly aid increased pro- 
duction and sale of the ‘ex- 
pediter’ railroad bearing, while 
simultaneously providing ware- 
housing facilities for improved 
service to our railroad customers 
throughout the Southern states,” 
said Karl Kesselring, vice presi- 
dent of production. 


Sharon Recalls Workers 


Sharon, Pa. — Sharon Steel 
Corp. recalled 350 men to its 
Roemer Works at Farrell, Pa., 
to handle increasing orders. 

Most of the returning men 
were from the third shift in the 
cold-roll and 10-in. mill and the 
sintering plant at the blast 
furnace. 
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Profitable Reading for P.A.’s . . . 


New Books ————— 


Progress in Powder Metallurgy, Vol. 
16. Published by Metal Powder In- 
dustries Federation, 60 E. 42nd St., 
New York 17, N. Y., 
Price: $10. 


This 


215 pages. 


publication covers all 
technical papers presented at 
MPI’s 16th annual technical 
meeting, emphasizing new de- 
velopments in powder metal- 
lurgy, including the application 
of nondestructive testing tech- 
niques on powder metallurgy 
products. 

Detailed information is given 
on ultrasonic inspection methods 
for sintered powder metallurgy 
components, the powder metal- 
lurgy of stainless steel, machin- 
ability characteristics of powder 
metallurgy products, new con- 
struction materials for tools and 
wear resistant components, and 
more. 

The feasibility of producing 
powder metallurgy extrusion bil- 
lets of superalloys is discussed 
on the basis of current tech- 
nology. Also presented is a mar- 
ket analysis of the metal powder 
and powder metallurgy industry 
for the past 10 years—consump- 
tion of powders are given for 
powder metallurgy parts, weld- 
ing electrodes and flame cut- 
ting, electronic applications, and 
others. 


Staff in Organization by Ernest Dale 
and Lyndall F. Urwick. Published by 
McGraw-Hill Publishing Co., 330 W. 
42nd St., New York 36, N. Y., 250 
pages. Price: $6.00. 


The company coordinators— 
men at the head of or- 
ganizations — are frequently 
overwhelmed with work. The 
coauthors suggest an evaluation 
of large-scale work organization 
concerning the use of general 
staff men. 

To ascertain how the executive 
can utilize the general staff, the 
book thoroughly explores what 
executives do in their working 
time. It analyzes the theory of 
staff in military organization, 
and explains how it must be 
modified for business use. 

Actual case histories of suc- 
cessful and unsuccessful general 
staffs are provided as guides. 


From the— 
—— Associations 


eames 


Reinforced Plastic Molding 


Intended as a convenient data 
guide for P.A.’s and others in- 
terested in reinforced plastic 
molding, the booklet describes 
the six basic molding techniques 
and lists their specific advantages 
and applications. Also given are 
physical and chemical properties 
of parts molded by each method. 
Copies of this 10-page booklet 
are available without charge 
from Reinforced Plastics Div., 
The Society of the Plastics Indus- 
try, Inc., 250 Park Ave., New 
York 17, N.Y. 


From the 
—— Manufacturers 


Calculator Kit 


Contains new tool for plotting 
sample sizes of thermostatic bi- 
metal for simple beams, cantilever 
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beams, spiral and helix coils, etc. 
by means of graphic charts. Kit 
consists of two imprinted acetate 
sheets and a technical data 
bulletin. Texas Instruments, Inc., 
34 Forest St., Attleboro, Massa- 
chusetts. 


Test Equipment 

Describes over 750 waveguide 
devices and test equipment in- 
cluding applications, electrical 
and mechanical specifications, 
frequency bands, etc. (116 
pages). Microwave Asso., Inc., 
South Ave., Burlington, Massa- 
chusetts. 


Minneapolis-Honeywell 


Switch permits differential 
travel adjustment from .0025 in. 
to .007 in. Operating force varies 
from 12 oz. to 32 oz. and the 
differential force from 2 oz. to 
15 oz. It is particularly suited 
for controlling precision devices. 
Regula- 
tor Co., Micro Switch Div., Free- 
port, Ill. 


Gage gives continuous inspec- 
tion of the thickness of thin strips 
of metal and other hard materials 
within a tolerance range of .0002 
in. Gaging amplification is 
10,000 to 1. Material is tested by 


Product Briefs 


pulling it through the gage. 
The Sheffield Corp., Dayton I, 
Ohio. 


Hanger bracket allows low-cost 
installation of suspension sys- 
tems. It is secured to concrete or 
steel by screwing it to %4-in. 
threaded stud embedded in the 
work surface. Extra large side 
slots simplify threading of drop 
wires. Ramset Fastening System, 
New Haven, Conn. 


Abrasive grain has _ been 
especially developed for such 
precision grinding operations as 


surfacing with abrasive segments. 
Segments made from the new 
abrasive grind more pieces per 
dressing with less tendency to 
burn than others previously used. 
Norton Co., Worcester 6, Massa- 
chusetts. 


Piercing equipment includes 
special precision punches, die 
buttons, and retainers, all inter- 
changeable. Punches are made 
to standard specifications in- 
corporating the ball lock, detent 
lock, or head type design. Punch- 
craft, Inc., 23957 Ryan Rd., Box 
86, Warren, Mich. 


COMPARE . .. 


Wo 


' COPE WIREWAY 


& eee 


ADVANTAGES OF COPE WIREWAY OVER 
“TRADITIONAL” METHODS OF CABLE SUPPORT 


e COSTS LESS FOR MATERIALS 


Wireway’s strong, expanded type construction uses /ess metal to handle more cable. For 
example, one 24” wide section of Wireway can support as much cable as sixteen lengths 
of 4” conduit. That adds up to substantial savings on any size job. 


e COSTS LESS TO INSTALL 


Wireway is an integrated system designed to fit the most complex layout requirements. 
Light in weight and easy to handle, it is supplied ready to go... complete with necessary 
straight sections, fittings and accessories. All components are quickly inter-connected by 
means of Cope’s unique pin-type coupler—thus reducing labor time and costs. 


e COSTS LESS TO MAINTAIN AND EXPAND 


Easy-to-get-at Cope Wireway simplifies cable inspection and repair. Re-routing provides 
no problem and additional cable can be readily laid in the existing system... if later 
expansion is required. Thus Cope’s built-in expansibility assures future savings as well. 


Consider these advantages of Cope Wireway. Then let an authorized Cope Electrical 
Wholesaler prove how a Cope cable supporting system can save money in your plant. 


ALL COPE CABLE SUPPORTING SYSTEMS ARE AVAILABLE IN ALUMINUM OR HOT DIP GALVANIZED STEEL 


COPE 


1105 


Originators of First Integrated Line of Cable Supporting Systems 
WIREWAY « LADDER « CHANNEL + CONTROLWAY 


Sold only through authorized electrical wholesalers 


DIVISION OF ROME CABLE CORPORATION * COLLEGEVILLE, PENNSYLVANIA 


Purchasing Week 


Plastic Paneling 
Carries 20-Year Guarantee 


Fiberglass-reinforced panel is guaranteed for 
20 yr. to resist blooming of fibers, erosion, or 
surface failure. It gives 90% light transmis- 
sion and is shatterproof. It comes in a wide 
variety of colors and resists deterioration from 
water and sunlight. 

Price: approx. 60¢/sq. ft. Delivery: 2 wk. 

Butler Mig. Co., 7400 E. 13th St., Kansas 
City 26, Mo. (PW, 1/23/61) 


Vise 
Adjusts to Most Convenient Angle 


Vice head and positioning base each rotate 
360 deg.; head also tilts 180 degrees front and 
back. Vise head is removable and replaceable 
with any fixture with a %-in. dia. shaft exten- 
sion. All parts are clamped tight by a single 
knob. 

Price: $14.95. Delivery: immediate. 

Colbert Die Cast Co., Inc., 10107 Adella 
Ave., South Gate, Calif. (PW, 1/23/61) 


Trailer 
Carries up to 3 Tons 


Trailer with 2%2- and 3-ton capacities is 
designed for trailer-train operations. Standard 
platform length of 36 in. comes in 60-, 72-, 
and 96-in. lengths. Manual or automatic cou- 
plers permit economical installation of tow pin 
assemblies for powered under floor drag lines. 

Price: $205 to $244. Delivery: 2 wk. 

Nutting Truck & Caster Co., 1201 W. Divi- 
sion St., Fairbault, Minn. (PW, 1/23/61) 


Industrial Oven 
Cuts Heating Time 


Microwave oven heats products such as plas- 
tics, resins and varnishes, and photographic 
films at high speeds. It will cure epoxy discs 
of 5-in. dia. and 2%-in. thickness in 90 sec. on 
a production line. Mobile unit occupies 4 sq. 
ft. of floor space. 

Price: under $3,000. Delivery: approx. 6 wk. 

Induction Heating Corp., 181 Wyth Ave., 
Brooklyn, N. Y. (PW, 1/23/61) 


Sealing Lubricant 
Protects Against Seizing 


Thread lubricant and sealer compound is 
also suitable for hose connections, gaskets, 
cables, and press fits. It is unaffected by tem- 
peratures from —350 F to +2,987 F. It works 
on fittings of aluminum, steel, plastic, and other 
materials at 100,000 psi. 

Price: $1.95/1-lb. can. Delivery: immediate. 

Armite Laboratories, 6609 Broad St., Los 
Angeles 1, Calif. (PW, 1/23/61) 


Purchasing Week 


Here's your weekly guide to ... 


Test Unit 
Checks Diodes Automatically 


Unit tests diode matrix boards used in con- 
junction with 16-switch or 28-switch electronic 
timers. It checks the presence and correct 
polarity of diodes in specified circuit positions, 
and tests diode forward current at | v.; reverse 
leakage, at 25 v. 

Price: approx. $3,500. Delivery: immediate. 

A. W. Haydon Co., Culver City, Calif. (PW, 
1/23/61) 


Agitator 
Gives Variable Speed 


Portable agitator for dispersing paint pastes, 
thinning and tinting paints, and other mixing 
jobs permits immediate speed adjustment in the 
260-rpm. to 2,400-rpm. range by simply turn- 
ing a handle. Changing the pulley boosts maxi- 
mum speed to 4,000 rpm. 

Price: $536. Delivery: immediate to 2 wk. 

Patterson Foundry & Machine Co., East 
Liverpool, Ohio. (PW, 1/23/61) 


Displacement Pump 
Delivers Non-Pulsating Flow 


Vane-type pump is designed for pumping 
non-lubricating liquids at flows from 1 gpm. 
to 3 gpm. and pressures to 60 psi. Models, in 
bronze and stainless steel, are available with 
belt or coupling drive. A cam-shaped pumping 
chamber is designed to deliver pulsation-free 
flow. 

Price: $150 to $230. Delivery: 3 wk. 

Eastern Industries, Inc., 100 Skiff St., Ham- 
den 14, Conn. (PW, 1/23/61) 


Screws And Nuts 
Give Uniform Tension 


Spiral serrations on bearing surfaces of 
screws and nuts grip tightly and supply uni- 
form tension throughout an assembly. Flange 
nuts and screws are available for oversized 
holes. Nut sizes are #6 to % in.; screws, % 
in. to 2 in. 

Price: Nuts: $6.95 to $15.36 (per M), screws: 
$2.68 to $27.06 (per M). Delivery: immediate. 

MacLean-Fogg Lock Nut Co., 5535 N. Wol- 
cott Ave., Chicago 1, Ill. (PW, 1/23/61) 


Forklift Truck 
Stacks in Narrow Aisles 


Mast design of 24-v., 3,000-Ib. capacity 
fork-lift truck allows loads to be lifted to ceiling 
heights (184 in.) from narrow aisles for maxi- 
mum storage. Tilting feature enables loads to 
be tipped back 4 deg. and cradled against back 
rest during transport. 

Price: approx. $7,000. Delivery: 6 to 8 wk. 

Lewis-Shepard Products, Inc., 125 Walnut 
St., Watertown 72, Mass. (PW, 1/23/61) 
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Phone Stand 


Organizes Materials 


Stand accommodates phone, pad, pencils, 
and directories. It may be ordered for left- 
hand or right-hand operation. Directory com- 
partment heights from 1 in. to 3 in. are avail- 
able. Satin-finish stand is solid walnut with 
brass fittings. Engraved nameplate is optional 
at $1. 

Price: $19.95. Delivery: 2 wk. 

Valley Bolt Co., P. O. Box 116, Davenport, 
lowa (PW, 1/23/61) 


Mop 
Contains Lanolin 


Woolen mop pulls dust and dirt from out- 
of-the-way corners by means of electrostatic 
charges built up in the fiber. Lanolin in the 
wool helps to brighten and preserve waxed 
floors. Swivel head of the washable mop also 
helps reach difficult areas. 

Price: $3.95 and $4.95 (Swivel model). De- 
livery: 1 wk. 

New England Mop Co., 8 E. 39th St., New 
York 16, N. Y. (PW, 1/23/61) 


Inverter 
Supplies 110-v A.C. 


Portable unit converts a storage battery's 
12 v. d.c. to 110 v. a.c. Four models are avail- 
able with from 150-w. to 500-w. output. Three 
also operate as slow chargers for 6-v. and 
12-v. batteries. Models range from simple 
inverter to complete units. 

Price: $59.95 to $392.75 (less battery). De- 
livery: immediate. 

Electric Storage Battery Co., P. O. Box 
6266, Cleveland 1, Ohio. (PW, 1/23/61) 


Power Chuck 


Increases Gripping Power 


Eighteen-in. chuck gives greater gripping 
power to hold work rigidly while machining 
with heavy feeds. Available with two or three 
jaws, close fitting between master jaws and 
ways insure longer life. Maximum jaw travel 
is ¥2 in. 

Price: approx. $800 to $1,100. Delivery: 
approx. 2 wk. 

S-P Mfg. Corp., 30201 Aurora Rd., Cleve- 
land 39, Ohio. (PW, 1/23/61) 


Pressure Regulator 
Permits Remote Control 


Device permits remote regulation of inac- 
cessible air lines. A column of controlled air 
pressure replaces the adjusting screw and con- 
trol spring of standard units. It applies a con- 
stant force on the diaphragm and is governed 
by a pilot regulator. 

Price: $17 ('2-in. port) to $76 (1% in.). 
Delivery: immediate. 

Hannifin Co., 501 S. Wolf Rd., Des Plaines, 
Ill. (PW, 1/23/61) 


Another PURCHASING WEEK service: Price and 
delivery data with each product description. 


This Week’‘s 


Product Perspective 


JANUARY 23-29 

PLASTIC FOAMS may have a greater impact on the packaging industry 
than any development since flexible films. And their impact won't be limited 
to one area; industrial, consumer, and military markets will all share in the 
growth. 

These new materials are essentially familiar plastics that have been 
“foamed” by air—much the way an aerosol foams shaving cream. They 
have high impact resistance, are lightweight, resist many chemicals, have good 
consumer appeal, are good insulators, and can be tailored easily to special 
jobs. 

@ Some 100 enthusiastic industry representatives predicted great things 
for foam at an American Management Assn. seminar held in New York two 
weeks ago. Most of the larger U.S. companies were represented, as were a 
broad group of chemical and plastic producers. 

Plastic producers are starting to find ally in the paperboard field—several 
paper companies have recently started foam departments. Earlier fears of 
plastics cutting into paper business have been replaced by an “if you can’t 
beath them, join them,” attitude. Foam-paper combinations are expected 
to become a sizable market. St. Regis already has a foam-cardboard sand- 
wich called Fomecor on the market. 

Royal McBee, one of the 
strongest foam advocates, has 
been packing some of its business 
machines in foam packs for over 
a year—and expects to ship over 
90% of its typewriters that way 
in "61. Dozens of users range 
from very small firms such as 
Daystrom, Inc. (with total pack- 
ing bill of under $5,000 a year) 
to such giants as General Elec- 
tric, which spent $55-million for 
packaging in ’59. Six GE depart- 
ments began shipping in foam 
plastics during 1960 and over 70 
departments have more than 100 
applications under consideration. 

Here’s how some of the big 
uses break down: 

@ Consumer: Molded one-piece foam pack used to hold items such as 
mixers, glassware, cameras, etc. Polyethylene overwrap completes package 
in many cases. Package sells product while it protects it. 

@ Industrial: Used mainly as a cushioning material to protect the product. 
Already being used in place of corrugated liners for electronic gear. Protec- 
tion may take form of die cut or foam pad inserts that go between the corru- 
gated and the product. In other cases—business machines and acid bottles 
are two examples—the entire package will be made of foam with no outside 
container needed. 

@ Military: Like industrial area, protection’s the thing. Foam material 
will be used as a complete pack (one for gasoline motors is already in use) 
and also as protective cushion (underneath electronic consoles). Require- 
ments in military area are more stringent because of rigid temperature and 
environmental condition specifications. 

Polystyrene is the forerunner for foam uses (2'2-million Ib. in 59) with 
polyurathane in second place. Other contenders: vinyls, epoxies, polyethylene. 
Polystyrene is expected to enjoy the most rapid growth because it has good 
physical properties and is relatively easy to work with. Many problems 
remain before the majority of companies will be willing to try urethanes, 
which usually require a two-part mixture. 

@ Expandable foam is produced by heating styrene beads, causing a gas 
inside each bead to expand—fusing the entire mass together. The free-flow- 
ing beads are usually poured into a mold, then expanded to take the shape 
of the mold. Most heating to date has been by steam, but this process has 
two serious drawbacks: it wets the beads and, if not properly controlled, 
injects moisture into the plant air. 

@ A new method of heating—using high frequency radio waves—promises 
to take over a large portion of polystyrene bead expanding jobs. Just getting 
their first tests now, hi-frequency techniques produce no moisture and are 
especially well suited to mass production processing. 

@ Almost every packaging job requires specialized attention, because the 
physical characteristics (such as density) can be varied so widely to get best 
results for a particular job. Bigger companies would do well to investigate 
the possibility of putting in their own foaming equipment. Smaller companies 
will find a growing number of specialty molders are ready to supply custom- 
designed packs. 
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Royal McBee’s foam typewriter pack. 
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Paint Cabinet 
Stores 60 Gallons 


Storage unit is designed to hold 
12 standard 5-gal. cans of paint, 
lacquer, and other inflammable 
materials. Cabinet (27 in. x 27 
in. xX 54 in.) has double walls, 
4-in. vent, and 3-point locking 
device. Other sizes are available. 

Price: $125. Delivery: imme- 
diate. 

Standard Equipment, 3175 
Fulton St., Brooklyn 8, N. Y. 
(PW, 1/23/61) 


Brushes 


Clean Exchanger Tubes 


Stainless steel, brass, and nylon 
brushes (for hand or power use) 
clean condenser and heat ex- 
changer tubes. Brush diameters 
range from “% in. to 1 in. They 
are attached to 2'%-in. nipples 
with female threads to fit 1 to 3 
ft. extension handles. 

Price: $1.75 to $3. Delivery: 
immediate. } 

Schaefer Brush Mig. Co., 117 
W. Walker St., Milwaukee 4, 
Wis. (PW, 1/23/61) 


Two-Way Radio 
Operates On-the-Job 


Communications system lets any number of 
mobile units (6 v. d.c.) be contacted from a base 
unit (115 v. a.c.) or another mobile unit. It has 
22-channel availability and a selector switch 
for dual channel operation. It is designed for 
on-the-job communication. 

Price: $129.50 (base unit) and $169.50 (mo- 
bile unit). Delivery: immediate. 

Radson Engineering Corp., Macon, Ill. (PW, 
1/23/61) 


Machinery Mount 


Bolts to Equipment 


Mount bolts securely to machine leg to 
control vibration and provide effective leveling. 
As an integral machine part it moves with 
equipment from one position to another. Rated 
loads (per mount per leg) range from 500 Ib 
to 8,000 Ib. 

Price: $8.50 (3,4 x 144 x 1% in.) to $41 
(8,%, x 84) x 3,5; in). Delivery: immediate. 

Clark-Cutler-McDermott Co., Franklin, 
Mass. (PW, 1/23/61) 


Ball Point Pen 


Your Guide to New Products (Continued from page 32) 


Has Large Ink Supply 


Twist-top, ball point pen has fine or medium 
retractable point plus large supply of ink. 
Available in blue, red, green, or black ink 
colors. Barrel colors are also assorted. 

Price: 39¢. Delivery: immediate. 

Scripto, Inc., P. O. Box 4847, Atlanta, Ga. 


(PW, 1/23/61) 


Drum Cradle 
Warms Viscous Materials 


Warmer’s semi-cylindrical heating unit cra- 
dies 55-gal. drums horizontally. It is designed 
for heavy or viscous materials requiring fre- 
quent small-batch draw-off. Two temperature 
ranges are —60 F to 250 F and 100 F to 450 F. 
For 115 v. to 460 v. systems. 

Price: approx. $334 to approx. $428. De- 
livery: 10 days. 

Harold L. Palmer Co., 28625 Grand River 
Ave., Farmington, Mich. (PW, 1/23/61) 


With him, every case is special 


Over a thousand companies have put the construction of 


their corrugated boxes in Metin Hamarat’s hands. 


ETIN HAMARAT is manager of all 
M Union-Camp corrugated box plants. 
The shipping containers these plants pro- 
duce are used by virtually every manufac- 
turing industry in the country. 


There's a good reason for this wide ac- 
ceptance. Metin, you see, is a perfection- 
ist. Although making corrugated boxes is 
a mass production business, he refuses to 
compromise with quality. 


Why this passion for precision when 
most corrugated boxes look alike? The 
answer lies in the myriad of unapparent 
features that contribute to the perform- 
ance or quality in a corrugated box. 


For instance, consider the combining of 
the sheet itself—the corrugated ‘‘sand- 
wich’’. Even the quantity of adhesive used 
in this operation is critical. Skimp, even 
slightly, and the sheet might peel apart 
later. Use too much adhesive and you 
often get an unsightly washboard effect 
that can spoil the appearance of your 
printing. And, as you might expect, Metin 
and his pressmen take particular pride in 
corrugated box printing. So much so, that 
they frequently sign their work! 


Scoring is critical, too. Just being 
straight isn’t enough. Too deep a score, as 
Metin points out, weakens the board and 
makes it prone to tear. Too narrow, or 
shallow, will make the box hard to fold— 
cause foul-ups on the packaging produc- 
tion line. And, of course, costly downtime. 


And, there’s slotting—the knife-cuts 


that form the top and bottom box flaps. 
Metin is meticulous here, as well. If you’ve 
ever tried to close and seal a carton whose 
flaps didn’t meet perfectly or exactly par- 
allel to each other, you'll understand why. 


Attention to these and other key steps 
in the manufacture of Union-Camp cor- 
rugated boxes are the reasons they pay off 
in performance on your packaging line. 
That’s why with Metin Hamarat, every 
case is special. 


His craftsmanship manifests itself in 
the quality of products produced in all 
Union-Camp box plants. It typifies the 
thoroughness of Union-Camp’s packaging 
service. This service covers corrugated 
box development and design. It includes 
specifications control, art and merchan- 
dising counsel and plant surveys of your 
materials handling operation. 


We'll be glad to tell you more about this 
comprehensive corrugated service and 
what it could mean to you in packaging 
efficiency. A note on your letterhead will 
bring a prompt reply. Why not write us 
today? 


S UNION-CAMP” 


CORRUGATED BOXES 
Union Bag-Camp Paper Corporation .233 Broadway N.Y. 7. N_Y. 


Plants: Savannah, Georgia + Trenton, New Jersey + Chicago, Illinois + Lake- 

land, Florida + Spartanburg, South Carolina + Jamestown, North Carolina 

Subsidiaries: Allied Container Corporation, Dedham, Massachusetts 
The Eastern Box Company, Baltimore, Maryland. 


Hammer 
Has 2¥2-lb Head 


Heavy duty, ball pein hammer 
is available with 242-lb. head and 
16-in. handle. Octagonal handle 
gives full, positive grip and bal- 
ance. Drop-forged head of high- 
grade alloy steel has polished 
face, chamfer, cheeks, and pein. 

Price: $5.09. Delivery: imme- 
diate. : 

Proto Tool Co., 2209 Santa 
Fe Ave., Los Angeles 54, Calif. 
(PW, 1/23/61) 


Storage Drawer 
Interlocks With Other Units 


Lucite unit with optional di- 
vider (59¢) provides visual stor- 
age. Outside frame of drawer 
(12% in. x 7 in. x 4 in.) inter- 
locks with others of same size or 
of two other sizes (12% in. x 
14 in. x 6 in. and 12% in. x 7 in. 
x 2 in.). 

Price: $1.98. Delivery: imme- 
diate. 

Ceco Products Co., 105 Reade 
St., New York 13, N. Y. (PW, 
1/23/61) 


Work Bench 
Gives On-The-Spot Repair 


Portable cabinet for on-the-spot maintenance 
has extra heavy steel top surface on which a 
vise or small machine can be mounted. Swivel 
casters have wheel brakes to lock in position. 
Over-all size is 36 in. x 24 in. x 38 in. Tubular 
handles on each end provide convenient steer- 
ing. 

‘Price: $48.79. Delivery: immediate. 

Bay Products, Inc., 1801 W. Cambria St., 
Philadelphia 32, Pa. (PW, 1/23/61) 


Box Truck 
Holds Variety of Materials 


Lightweight, fiberglass truck handles a wide 
variety of dry or liquid materials and resists 
corrosion from water, oil, and mild alkalis and 
acids. Three sizes range from 16 cu. ft. to 21 
cu. ft. Tilt- or level-mounted swivel and rigid 
casters are available. Tapered body design per- 
mits nesting of units. 

Price: $120 to $150. Delivery: 3 wk. 

Hamilton Caster & Mfg. Co., 1700 Dixie 
Hgwy., Hamilton, Ohio. (PW, 1/23/61) 


CS AYITL_ORD delivers on time 


in every packaging zone 


Gaylord’s nationwide network of converting plants assures 
you of on-time delivery, wherever you are. Never too much, 
too soon. Never too little, too late. Always prompt 

delivery of the precise quantity to keep your packaging line 
running like clockwork. 


Get the timely facts from your nearby Gaylord Man. 


He’s punctual, too. 


Purchasing Week 


Foam Corners 


Cushion Fragile Items 


Re-usable, plastic foam corners 
protect fragile items, primarily 
during transportation. They are 
available in standard and cus- 
tom designs, and will not “dust” 
or deteriorate. They do not mar 
or scratch delicate surfaces, and 
are resilient. 

Price: 8¢ to 30¢. Delivery: 2 
to 3 days. 

Pac-Tron, Inc., Willow Street, 
Mystic, Conn. (PW, 1/23/61) 


Heat Exchanger 
Cools Compressed Air 


Air-to-water heat exchanger, 
designed for small and medium 
sized compressed air systems, 
comes in 50 cfm., 80 cfm., and 
120 cfm. units. Valve-regulated 
cooling water flows through a 
noncorrosive copper coil to cool 
air to within 85% of its own 
temperature and remove moisture 
which is automatically ejected. 

Price: $245 (50 cfm.), $295 
(80 cfm.) and $335 (120 cfm.). 
Delivery: immediate. 

Jas. A. Murphy & Co., Inc., 
1421 East High St., Hamilton, 
Ohio (PW, 1/23/61) 
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Brown Instruments Designs New Potentiometer 


Philadelphia — Brown Instru- 
ments Div. of Minneapolis 
Honeywell has utilized an entire 
new principle to develop a con- 
troller-recorder that: 

@ Eliminates conventional 
slidewire from the potentiometer. 

®@ Cuts $10-$15 from price of 
previous equipment. 

®@ Offers choice of three inter- 
changeable recording modules. 

The new device, called the 
ElectroniK 17, replaces the me- 
chanical slidewire _ previously 
used to balance the potentiometer 
circuit with an extremely accurate 
strain gage. The gage, consisting 
of four tiny wires, is completely 
enclosed and expected to be vir- 
tually maintenance-free. 

A change in voltage input from 
variable being measured drives a 
small motor in one direction or 
the other, increasing tension on 
two of the wires and decreasing it 
on the other two. This changes 
the electrical resistance of the 
wires. The process continues until 
the bridge is electrically rebal- 
anced, at which time the motor 
stops moving. Minneapolis-Hon- 
eywell claims that this is the first 
basic improvement in potentiome- 
ter design since 1941. 

Prices for the new line have not 
been established firmly, but are 
expected to run 15%-25% below 
the current ElectroniK 15 series. 
Prices on that line range from 
$790 for a circular scale indicator 
to $990 for a strip chart recorder. 


Ruberoid Co. Brings Out 
Long-Wearing Floor Tile 


New York—Mastic Div. of 
Ruberoid Co. has introduced a 
new resilient floor tile which it 
claims wears twice as long as 
asphalt tiles, yet costs no more. 

The new product, priced at 
about 15¢/sq. ft., gets its tough- 
ness from a new binder material, 
Polymerite. It also offers these 
advantages: 

® High resistance to staining 
from grease, oil, and mineral 
spirits. 

@ High resistance to alkali. 

@Flame retardancy—meeting 
U. S. Navy specifications. 

© Low porosity—making main- 
tenance easier. 


The line is available in 37 
colors. It can be installed with 
the same materials and tools as 
asphalt tile, and can be installed 
on “below grade” concrete sur- 
faces where other tiles cannot be 
used because of condensation. 


Tougher Tool Steel 
Pittsburgh—cCrucible Steel Co. 


has developed a new grade of 
high speed tool steel, Rex 49, 
that it says greatly increases tool 
life in machining hard-to-cut 
metals. 

The steel, with a base price of 
$2.07 per Ib., is said to out-per- 
form more expensive cobalt and 
vanadium high speed steels. In 
tests on many hard-to-machine 
metals, Rex 49 has increased 
tool life two to four times, the 
company says. Crucible expects 
the steel to eliminate the need 
for many of the more than 20 
special-purpose grades now in 
use. 
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Ihe new unit, which can be 
mounted in a standard 19 in. re- 
lay rack, consists of three inter- 
changeable modules: case, drive 
mechanism, and display. The 
same case and drive mechanism 
are used on all models, simplify- 
ing replacement and inventory 
problems. 

Three basic display devices, 
circular indicator, circular chart 
recorder and strip chart recorder 
can be used interchangeably. A 
recording module can be used to 
check out new installations and 
can be replaced with an indicator 


dial as the operation progresses. 

Transistorized, plug-in units 
can control up to eight auxiliary 
functions, turning on valves, ring- 
ing alarms, etc. Three zone con- 
trol adjustments can be set up 
anywhere within +25% of main 
control setting. Auxiliary adjust- 
ments give up to four pen-oper- 
ated contacts that can be set any- 
where on the scale. 

Limited quantities of the Elec- 
troniK 17 series will be available 
next week, with quantity orders 
expected to run about eight 
weeks. 


POTENTIOMETER-RECORDER has three interchangeable plug-in modules: 
display unit (pictured left), drive mechanism (center) and case module. 


First Operational Reports in! 


New ’61 Larks in actual fleet 
service save 10% °14% * 16% * 25% 


over other fleet cars 


What should you expect to gain when you put ‘61 
Larks into your own fleet? Here is a certified report 
by the United States Testing Company, based on daily 
use of The Lark under normal operating conditions 


in four giant fleets: 


All drivers were favorably impressed with 
the increased ‘power and acceleration of 
the new Skybolt Six engine — the respon- 
sive, easy steering of the new steering/sus- 
pension complex —the excellent handling and ma- 
neuverability all through. 
And the report makes specific cost comparisons with 
the most widely used fleet cars—Chevrolet, Ford, Ply- 
mouth, in comparable models. Here’s what you save: 


Initial cost averages 14% less... Insurance (with 
Illinois as the basis) costs 10% less . . . Registration 
and Taxes (Illinois) are 16% less... Tires save 
approximately 15% ... Repairs and Replacements 
(from MOTOR’s 1960 Crash Book) average 25% less 
...Gas Consumption (based on 5,000 everyday 
drivers) was more than 15% better. 


These are unmatched advantages in economy. In fact, 
they top the savings on any other compact car as well. 
And they show you why each day's mail brings such 
Lark Fleet orders as 35 for a mid-western route sales 
operator, 566 for a western state, 134 for an eastern 
taxi fleet, 51 for one telephone company, 38 for a mu- 
nicipal Police force in the southwest. 


» > 
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YOU HAVE TO DRIVE IT TO BELIEVE IT! 
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GET THE FULL STORY ON FLEET SAVINGS! 
Fleet Sales Division, Studebaker-Packard Corporation, South Bend 27, Ind. 
(0 Send us informative literature only 
(0 Have a factory representative call me for an appointment 
(0 Also send information on Studebaker truck savings 
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Meetings You May Want to Attend 


FIRST LISTING 


ternational Amphitheatre, Chicago, Jan. 23- 
26, 1961. 


Annual Pacific North West Purchasing Con- 
ference 44th Annual Conference of California State, 
County, and Municipal Purchasing Agents 
Association—Villa Hotel, San Mateo, Calif., 


Jan. 25-27. 


Far West Purchasing Agents Asso- 


ciation—Victoria, B. C.—April 6-8 


Indiana Industrial Show Manufacturers 
Building, State Fairgrounds, 


April 12-14. 


Indianapolis National Association of Newspaper Purchas- 


ing Executives—Robert E. Lee Hotel, Winston- 
Salem, N. C., Jan 26-28, 1961. 

Canadian Purchasing Conference—Canadian 
Association of Purchasing Agents—Products 
Display for 1961—Royal York Hotel, Toronto 
—May 28-31. 


FEBRUARY 


Chemical Buyers Group of NAPA—Mid-winter 
Conference, Hotel Commodore, New York, 
Feb. 1-2. 


PREVIOUSLY LISTED 
JANUARY 
1961 


Fourteenth Annual Seller-Buyer Dinner— 
Purchasing Agents Association of Alabama 
Birmingham Municipal Auditorium—February 
9, 1961. 


Plant Maintenance & Engineering Show—In- 


15th International Heating & Air-Condition- 
ing Exposition—lInternational Amphitheatre, 
Chicago, Feb. 13-16. 


Purchasing Techniques Workshop— Wisconsin 
Center Building, Madison, Wis., Feb. 21-23. 


MARCH 


Industrial Goods Packaging Workshop 
Seminar, Hotel Astor, New York City, Feb. 
27-March 1. 


National Railway Appliance Association 
McCormick Place Convention Hall, Chicago, 
March 6-9. 


Institute of Radio Engineers—lInternational 
Convention and Show. Waldorf-Astoria Hotel 
and New York Coliseum, New York City, 
March 20-23. 


Western Metal Congress—American Society 


For Metals and five participating technical 
societies. Los Angeles, March 20-24. 


APRIL 


National Packaging Exhibit — McCormick 


Place, Convention Hall, Chicago, Ill., April 


10-13. 


American Society of Lubrication Engineers 
Annual Meeting and Exhibit—Bellevue-Strat- 
ford Hotel, Philadelphia, April 11-13, 1961. 


Business Equipment Exposition—Office Equip- 
ment Manufacturers Institute—-New York Col- 
iseum, New York City, April 17-21, 1961. 


General Electric 69th Annual Meeting of 
Share Owners Onondaga War 
Memorial Auditorium, Syracuse, April 26 


County 


National Tank Truck Carriers—Annual Meet- 
ing and Trade Show, Netherland-Hilton Hotel, 
Cincinnati, April 30-May 2. 


Liquefied Petroleum Gas Association—An- 
nual Meeting and Trade Show — Conrad 
Hilton Hotel, Chicago, April 30-May 3, 1961. 


MAY 


Chicago Electrical Industry Show—McCormick 
Place Convention Hall, Chicago, May 2-4. 


65th AFS Castings Congress & Exposition— 
Brooks Hall, San Francisco, May 8-12. 


wire parts 
bY Vital to 


gs BISSEll 


* » Almost every manufacturer faces the problem of how to 
make his product modern and desirable to the buying public. 
Keystone Wire helps Bissell Inc. meet such a problem in the 
highly competitive sweeper field. 

Three types of Keystone Wire are specified to make this 
manufacturer’s line of streamlined carpet sweepers operate 
smoothly and efficiently. Each is selected for a specific pur- 
pose. A galvanized Keystone Wire is chosen for the axles 
because of its consistent quality and excellent surface finish. 
Keystone Spring Wire is specified to absorb the flexing action 
of the wheels. Uniform tensile strength and ability to be accu- 
rately shaped and stand up to years of maintenance-free 
service are the requirements of these springs. Keystone Staple 
Wire is used to anchor bristles in the sweeper roller. 

When you plan to modernize your product, think of 
Keystone Wire. We invite you to contact your nearest 
Keystone Wire Representative soon. Or let us send you 
further details. 


Keystone Steel & Wire Company, Peoria, Illinois 


KEYS TON E 


Cold heading and forming wire for industrial uses 
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Immediate Shipment 


FROM ENDLESS 


STOCKS o 


VARdQdhadhadaddddade 


STAINLESS ste 
FASTENERS 


AN—MS—COMMERCIAL 


Your order, large or small, 
filled ‘‘fast’’ from the 


world’s largest stock of 

stainless steel fasteners. 

AN, MS, Commercial 

specifications in stock. 

Rigid quality control, mass 
@ 


production economies. 
Special stainless steel 
fasteners also manu- 
factured to your exact 
requirements on extremely 
short notice. Just send 
blueprint or specs for 
quotation. Full range of 
raw material, on hand, 
assures prompt service. 


WRITE * WIRE « PHONE 


FOR QUOTATION OR SHIPMENT 
ASK FOR CATALOG 


VFALLMETAE 
Screw Products Company, Inc. 


MANUFACTURERS OF STAINLESS FASTENERS SINCE 1929 


821 Stewart Avenue, Garden City, L.1., N.Y. 
Phone: Ploneer 1-1200 TWX GCY 603 
Midwest Division 
6424 W. Belmont Avenue, Chicago 34, Illinois 
Phone: AVenue 2-3232 TWX CG 3185 
West Coast Division — Office and Warehouse 
5822 West Washington Bivd., Culver City, Calif. 
Phone: WEbster 3-9595 TWX LA 1472 
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Reprinted 
by popular 
demand 


a handy 
Maintenance G 
for Fluorescent Lighting 
angs on your 
// or fits in your file 
ble free from the 

of dependab/e 


of 
c Starter 


@ Lists trouble symptoms and 
remedies on easy-to-use chart. 


@ Helps you select properly 
matched components. 


This new G-E guide is a handy reference 
chart for maintaining your present sys- 
tem...and more! It helps you to deter- 
mine whether, and how, improvements 
can be made in the combination of 
lamps, starters, ballasts, etc., that you 
have now...to deliver more of the type 
of light you require, at lower cost. It 
brings up points you may not have rea- 
lized before, that can make your job 
easier. 

Ask your General Electric distributor 
for the new G-E Maintenance Guide for 
Fluorescent Lighting, or write General 
Electric Company, Wiring Device Dept., 
Providence 7, R.I. 


GENERAL @@ ELECTRIC 
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Stable Period Seen for Nonferrous Metal Prices 


(Continued from page 1) 

of red brass—85% copper and 
15% zinc—for example, was re- 
duced by .23¢ for its zinc con- 
tent (15% of 1%2¢) and by .85% 
for its copper content (85% of 
1¢); the total reduction coming 
to 1.08¢/lb. (.23 plus .85). The 
accompanying table shows the 
over-all reductions for some key 
brass mill products. 


Brass Depends on Copper 


The stability of the new brass 
mill prices depends partly on the 
stability of the new 29¢/Ib. price 
for copper. 

“The new copper price should 
hold,” said a top executive of 
one mining and smelting com- 
pany, “if mining companies 
curtail production to bring sup- 
ply into balance with demand. 
Otherwise inventories will con- 
tinue to pile up and the prices 
will remain unstable.” 

This opinion was shared by a 
number of copper producers. 
Anaconda cut its production 
10%; Southern Peru Copper and 
Copper Range also announced 
production cutbacks: 

Kennecott reduced output by 
124%2%. These added up to an 
estimated 12,500-ton monthly 
cut in world production. But 
another major mining company 
indicated that it didn’t intend to 
curtail output. “We expect de- 
mand to pick up by spring,” said 
a company spokesman. “Cut- 
ting back production is expensive 
and it takes time to start it up 
again. We'd only curtail output 
if we expected a long period of 
slow business ahead.” 

Brass mills are optimistic that 
the new price levels will stimulate 
sales. “This is what buyers have 
been waiting for,” said one 
executive of a leading brass mill. 
“They've been holding off till 
producers cut copper prices so 
we could put the finishing touches 
on our price reductions.” 

And the spokesman for an- 
other large mill added, “Sure we 
expect sales to pick up. Steel 
production is rising, and when 
P.A.’s buy steel, they need our 
products, too. In fact, the pickup 
may be quite sharp because com- 
panies have been using up in- 
ventory waiting for our prices to 
settle down.” 


Some May Step Up Purchases 


Some brass mill customers 
indicated they might step up their 
purchasing now. As one fab- 
ricator commented, “Our buying 
has been very cautious; it’s only 
smart purchasing to be careful 
when prices are going down. If 
we decide these brass prices are 
stable, we'll go into the market 
a bit more freely.” 

But other brass mill buyers 
were unimpressed by the mill 
reductions. “Three months ago 
I got 6,000 Ib. of European brass 
at 8¢/lb. below domestic prices,” 
observed a New Jersey P.A. 
“These price cuts don’t come 
near convincing me to switch 
back to domestic brass.” 

The combination of foreign 
competition and lower brass mill 
prices may also play a role in 
determining plumbing brass tags. 
Bridgeport Brass raised prices 
3%-10% on various plumbing 
brass on Jan. 9, and Sterling 
Faucet followed soon after. 

“I don’t think the brass mill 
reductions will lower costs 
enough to effect our new prices,” 
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Sheet & Strip 


48.10 
49.43 
50.65 
51.54 
52.98 
53.89 
81.48 


Yellow brass 

Best quality brass 

Red brass 80% 

Red brass 85% 

Comm’! bronze 90% 
Gilding metal 95% 
Phosphur bronze 10%(D) 


New Prices on Key Mill Brass (¢/lb.) 


Rod 


48.04 
49.37 
50.59 
51.48 
52.92 
53.83 
81.98 


Wire Reduction 
48.39 
49.72 
50.94 
51.83 
53.27 


—1.17 
—1.14 
—1.1 

—1.08 
—1.05 
—1.02 
—1.22 


said a Bridgeport Brass spokes- 
man. “We're trying to make 
these prices a little more realistic 
than they've been since 1946. 
From the response we've gotten 
from other companies, I think the 
increases will stick.” 

Richard Peterman, general 
manager of Sterling Faucet’s 
marketing division added, “For- 
eign competition isn’t much of 
a factor any more in the tubular 
end of the plumbing brass busi- 
ness. It’s domestic competition 
that will determine whether the 
new prices stick or not.” 


He pointed out that Sterling 
Faucet had just reduced prices 
in some plumbing goods, such as 
deck faucets, where foreign com- 
petition is a factor. 

Other industry observers noted, 
however, that many domestic 
fabricators of plumbing brass im- 
port components from overseas. 
“If competing producers increase 
the amount of foreign com- 
ponents they use,” said one 
Eastern distributor of plumbing 
supplies, “I don’t think the 
plumbing brass increase will 
stick.” 


(Continued from page 1) 
department since 1950, to give 
purchasing new top management 
status and coordination and at 
least some measure of centraliza- 
tion. In the newly established 
post of director of purchases, 
Baird will report to Board Chair- 
man Carl A. Gerstacker, who 
previously watched over pur- 
chasing among a variety of other 
responsibilities in a _well-filled 
portfolio. 

Little Direct Experience 

Baird is admittedly green as 
far as direct experience in pur- 
chasing goes. But Dow ap- 
parently felt his extensive know- 
how in contract negotiation 
along with product pricing, 
Statistics, and general facts-and- 
figures background would be 
just the thing with which to arm 
its procurement function in to- 
day’s economic climate of sharp 
price-infighting. Purchasing ex- 
perts in other companies indi- 
cated keen interest in the Dow 
decision. 

Along with the assignment of 
upgrading Dow’s general pur- 
chasing setup, Baird also has the 
immediate objective of cen- 
tralizing some of the key buying 
functions now scattered or held 
individually by the company’s 
four major division and some 30 
buying points. 


Still Weighing Centralization 


But just how far Dow intends 
to move down the road to cen- 
tralized purchasing previously 
taken by other major chemical 
producers (Union Carbide, Du- 
Pont, Monsanto) remains to be 
seen. “We realize some purchas- 
ing areas can be better handled 
centrally,” Baird told PURCHAS- 
ING WEEK. But at this point, he’s 
still evaluating the situation and 
considering how best to relieve 
Dow’s production division of 
some ordering best suited to 
central handling. 

It probably won't be a clean 
sweep centralization process, but 
some amalgamation or regional 
coordination appears in_ the 
cards. Spotted for central han- 
dling will be the purchase of com- 
modities in which more than one 


Price Expert Takes Over as Chief 
Of Purchasing Department at Dow 


division have an interest and that 
have a dollar volume that can 
support the buying efforts of a 
specialist. 

Some 180 to 200 persons now 
comprise Dow’s company-wide 
procurement staff. The central 
purchasing group, now number- 
ing about four, may eventually 
be upped to about 25. 

Two Years of Consideration 

Dow’s decision to centralize 
segments of its procurement 
activities came after about two 
years of consideration. The 
chemical industry has been mov- 
ing toward more central buying 
for some time; this is due, in 
part at least, to the fact that 
reciprocity responsibilities can 
be handled better at top drawer 
levels. And the chemical indus- 
try is deeply involved in recip- 
rocal buying transactions. 

Union Carbide was the last 
previous major producer to swing 
to more centralized purchasing 
control when it created the new 
post of director of purchases last 
July and gave it to Hermann K. 
Intemann, then president of 
Union Carbide Metals Co. 

DuPont has had centralized 
purchasing organization for some 
time, and its brass likes to think 
of its operating procedure as a 
model for the industry. Its cen- 
tralized activities for the most 
part deal in raw material buying. 
The department is headed by a 
director of purchases who reports 
to a top-level vice president. 


Economy in Volume 


Monsanto has had centralized 
purchasing for seven years, or- 
ganized as a staff department. 
The company says the main 
economy of centralization lies in 
volume purchases. At American 
Cyanamid, purchasing at the 
corporate level acts as a staff to 
top management with divisional 
P.A.’s reporting to general pur- 
chasing on a staff basis. The 
general purchasing office handles 
negotiations and buying for ma- 
terial used by all divisions. 

Back at Dow, Baird says what- 
ever form his new organization 
takes, his basic desire is “to pur- 
chase for maximum profit.” 


Purchasing Week 


—___— This Week's 


Purchasing 
Perspective 


JAN. 23-29 


(Continued from page 1) 
mediators early in the dispute caused the parties to rely on outside 
help rather than seek their own settlement. 


@ Contrary to popular belief, strike settlement wage increases 
did not lead to new rounds of wage hikes throughout industry, 
and steel price advances did not cause industrial price spirals to 


come about. 


The Labor Dept. task force, directed by Harvard Prof. E. 
Robert Livernash, said that among the variety of methods 
employed by the government in the five postwar strikes—-seizure, 
laft-Hartley, mediation, and fact-finding—only one, described 
as “mediation with a club,” proved effective. This was identified 
as intervention moves made by Mitchell and former Vice Presi- 


dent Nixon in the 1959 walkout. 


Economic pressures, it concluded, are more effective per- 
suaders; and the only time for the government to step in is when 
the strike reaches a critical stage—when history has shown 


such mediation is most effective. 


The study suggested that the public and industry has allowed 
the steel labor problem to become exaggerated. In effect it said: 
Don’t get so worked up and settlements may come about more 


easily. 


But the report also carries an implied warning to producers and 
union steelworkers that they may be unable to afford such strikes 
in the future. It noted that the 1959 strike uncovered important 
competition to the steel industry—primarily from domestic pro- 


ducers of competing materials. 


Compared to plastics, cement, 


plywood, and aluminum, steel production has been lagging, and 
these competitors’ growth has been aided by the steel industry’s 


periodic strikes. 


Another major significant loss has been the export market 
which has been dropping for five years—with foreign steel pro- 
ducers taking a greater share of the world sales potential. 


Other economists argue, however, that the effects of a threat- 
ened strike or fear of a strike are far reaching—and often well in 
advance of the actual event. For instance, many industries—out- 
side the auto makers—soon must make buying plans on its 


UAW negotiations in the auto industry this summer. 


Buyers in 


steel, aluminum, plastics, glass, brass, paint and other manufac- 
turers must figure the Reuther—UAW factor in any buying- 
inventory planning if their firms are auto industry suppliers, 


either directly or indirectly. 


BUYER’S GUIDE—Dodge has chopped $26 off prices of 
1961 Lancer models because many fleet and private purchasers 
claim they do not need accessory items such as arm rests, extra 
sun visor, horn ring, and rear ash receiver. These items now are 
optional, and the new base price on a Lancer 170 series two-door 
sedan is $1,806, factory retail at Detroit. 


| Truckers Eye Small Shipment Rates | 


each shipment of 300-to-999 Ib. 


(Continued from page 1) 
ond day hearing held by the car- 
riers. 

The session was a stormy one. 
The National Industrial Traffic 
League formally expressed oppo- 
sition to the flat rate system for 
small shipments because of its 
“deviation from the commodity 
classification principle.” 

Truckers proposed to replace 
temporary surcharges of $1 per 
shipment on lots of under 1,000 
lb. with a sliding scale of charges 
based solely on weight up to 
299 Ib. Class and commodity 
rates in that category would be 
abolished, while they would be 
retained and boosted by 20¢ on 


As an alternate suggestion, 
shippers proposed that a tariff be 
based on commodity classifica- 
tion, plus a small flat rate for 
handling shipments up to 299 Ib. 
But truckers insisted a sliding 
scale was needed to offset in- 
creased handling and terminal 
charges incurred by handling 
“smalls” (under 300-lb. ship- 
ments). 

Shippers bolstered their ob- 
jections with threats to explore 
other means of shipping—parcel 
services, car pools, private car- 
riers and other express agencies 
— if forced to do so by the rate 
increase. 
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SOS Goes Out to P.A.'s as Profit Pinch Tightens 


(Continued from page 1) 
“fringes”—pensions, rents, old- 
standing wage agreements, etc. 

What it all adds up to is the 
first quarter of 1961 isn’t regarded 
as any rose. Better second and 
third quarter profits are likely, 
though, because by that time 1) 
management will have learned 
stricter housekeeping, and 2) gov- 
ernment and consumer spending 
may loosen. 

But better internal management 
is the main key. The P.A. will be 
expected to do his share by con- 
tinuing the harrowing hand-to- 
mouth inventory practices he has 
developed during 1960. This will 
further reduce inventory costs and 
the amount of working capital 
tied up in materials. Also, the 
purchasing manager can count on 
pressure to cut material costs even 
further—by doing some price 
squeezing of his own on vendors, 
watching transportation charges, 
substituting cheaper materials, 
and the like. 

As a guide to profits by major 
industries, PURCHASING WEEK has 
compiled the financial roadmap 
below for the first three quarters 
of 1961: 


Building Materials: 
Outlook Fair 


Material manufacturers’ profits 
reflect the activity in home and 
industrial construction. Recent 
FHA home mortgage applica- 
tions indicate some improvements 
in housing starts this spring, but 
there will be no boom-proportion 
demand for new homes until the 
mid-’60s when the postwar baby 
crop starts building. There’s a 
brighter picture for industrial 
construction, public works, and 
roadbuilding, however. Sales of 
heavy basic materials may be 
spurred by Kennedy _Adminis- 
tration spending and a slight 
upturn in business construction. 
But the industry faces rising costs. 


Petroleum: 
Outlook Good 


The oil industry entered the 
recession earlier than other 
groups, and so has had longer to 
apply austerity remedies. Oil 
companies have conducted vig- 
orous cost cutting drives and have 
automated refining equipment. 
At the same time production 
controls have eased the excess 
above-ground inventory  situa- 
tion, prices have stabilized and 
in some areas even increased. 


Item & Company 


INCREASES 


Integral h.p. d-c motors, 
Oleic acid, white, Ib 


Tung oil, dom., tanks, Ib 


REDUCTIONS 


Gum styrax, Asiatic, lb 


Tribasic, crlts., ewt 
Monohydrate, crlts., ewt 
Carbonate, erlts., ewt 


Sodium hydrosulfite, erlts. Ib 


Stearic acid, single pressed, Il 


The industry has all the capacity 
it needs for several years, but 
there will be continued spending 
for modernization and reduction 
of waste. Thus, profits will be up 
for 1961, even though oilmen 
predict sales hikes of only 2.2%. 


Chemical Processing: 
Outlook Light 


Huge capacity, price cutting, 
foreign competition, and a re- 
search and development race will 
keep the pressure on chemical 
managers in 1961. But buyers 
are likely to boost sales to an- 
other record—$28.6-billion, says 
Chemical Week. Chemical manu- 
facturers unlike petroleum man- 
ufacturers, have yet to straighten 
out their cost problems, and al- 
though sales increase, profits 
don’t. New plant facilities are 
highly automated—to cut labor 
costs—but overcapacity drives 
prices down, as in polyethylene. 
More manufacturers try to cash 
in quickly on their research, but 
R&D dollars don’t pay off fast 
or richly. 


Steel: 
Outlook Fair 


The steel industry has begun 
learning to live with hand-to- 
mouth steel buying and low user 
inventories. Steel producers, ac- 
cording to the McGraw-Hill 
Dept. of Economics, don’t ex- 
pect any great inventory build-up, 
and anticipate average operating 
rate of about 65% by mid-year. 
Also, total steel consumption will 
be down slightly from 1960, 
mostly due to the inroads alumi- 
num and other materials have 
made on traditional steel mar- 
kets. 


Office Equipment: 
Outlook Good to Bright 


Paper-work cost cutting and 
the glamour of electronic data 
processing make office equipment 
the brightest field in industrial 
marketing. Volume will be up 
5% for 1961, and profits look 
good for EDP companies and 
those making photocopy ma- 
chines. But standard typewriters 
and adding machines are bela- 
bored by price cutting and foreign 
competition. 


Nonferrous Metals: 
Outlook Fair to Poor 


Overcapacity, stocked-up in- 
ventory and price cuts character- 


generators, a-c motors 


(1-150h.p.), other prods., Reliance Electric 


Copper, electrolytic, producers, Ib 


Fir plywood, |” AD, 4x8, dealer, fob mill, msf 
Electric-weld pipe, Kaiser, West & Midwest, ton 
Copper sulfate, crystals, erlts., ewt 


Copper wire, bare & magnet, Ib 
Weatherproof, Ib. .......... 
Brass mill products, copper & alloy, Ib 


ize aluminum, copper, zinc and}° 


lead. Higher profits will lag be- 
hind any increase in industrial 
activity because the pipeline is 
full and will take some time to 
empty. Competition between 
steel and aluminum is fierce, and 
profits seem sure to hold at 1960 
levels because of the cost price 
squeeze. However, look for more 
aggressive marketing methods. 


Machinery: 
Outlook Fair to Good 


Cost-cutting drives seemed 
to have. spurred interest in 
new equipment, machine tools, 
and metalworking machinery. 
Though currently at a low opera- 
ting rate (72%), orders should 
begin to roll in increasing num- 
bers through the first half of 
1961. Over-all volume is ex- 
pected to be up 2%, with at 
least a 10% increase in machine 
tools. The industry is extremely 
cost-conscious, and expects a big 
payoff in research and develop- 
ment money (industry sources es- 
ment money. Profits could be 
up sharply, following the trend 
after the last recession. 


Electrical Equipment: 
Outlook Uncertain 


The past year was a record one 
for heavy equipment and elec- 
trical distribution equipment, and 
1961 will be 4% better, based on 
utility capital equipment sched- 
ules. But the industry has plenty 
of capacity (operating rate 74%) 
and currently is engaged in sim- 
ultaneous price-cutting and soul- 
searching after the recent anti- 
trust action. Internal cost-cutting 
is deep, but current capacity and 
the scheduled additions to manu- 
facturing plants have created a 
tight price bind. The second and 
third quarters of ’61 won’t bring 
much relief, though long-term 
prospects look good. 


Electronics: 


Outlook Good 
Sales of electronics manufac- 
turers are expected to hit $11.5- 
billion in 1961, up more than 8% 
from 1960. Part of the rise will 
be government spending, but in- 
dustrial electronics will contrib- 
ute about a fifth of industry sales, 
even though most industrial capi- 
tal spending will be down 3%. 
The reason: Electronics play an 
important role in automated, 
cost-cutting machinery. 
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Big Increases for Teamsters 


Chicago— The Teamsters Union wound up contract negotia- 
tions for 200,000 drivers employed by 7,000 carriers in 13 Mid- 
west states last week with agreement on a three-year contract 
granting 42¢/hr in wage increases and fringe benefits. Industry 
sources indicated they probably would have to seek freight rate 
increases to cover cost of the settlement which union officials 


expected to set a nation-wide 


pattern. 


Harbor Strike Spreads 


New York—A strike by New York Harbor workers threat- 
ened last week to extend to long-haul railroad freight operations. 
Striking members of the International Seafarers Union threatened 
to post pickets in Albany and Buffalo to block off New York 
Central operations from those points. General cargo movements 
into New England by picketing of the New Haven, and union 
negotiators also talked of calling out pickets in other East Coast 
ports. The dispute revolved around railroad demands to reduce 


crews on harbor tugs. 


Antitrust Suits Settled 


San Francisco—Thirteen steel fabricating companies facing 
antitrust charges agreed last week to consent decress enjoining 
the firms from allocating or dividing jobs, fixing uniform inter- 
est rates, and from agreements involving the purchase of im- 
ported reinforcing bars. Government attorney’s said they still 
intended to press their case against units of Bethlehem Steel, U. S. 
Steel, Judson Steel, and Pacific States Steel—all producers 
involved the 1959 indictments charging antitrust violations in 
sale of concrete reinforcing bars. 


Building Materials 


Chicago—Building material producers raised prices 5%-13% 
on asphalt roofing, 2% on gypsum board, and 3%-4% on wall 


plaster, but competition forced 
insulation. 


6%-8% cuts on mineral wool 


Foreign Buying Burns Up Unions; 


Threaten Boycott 


(Continued from page 1) 
mated Clothing Workers warned 
again that its executive board will 
meet next month to plan an anti- 
import program, including pos- 
sible boycott of imported Japa- 
nese fabrics. 

Until this week the import issue 
had been hottest among the 
needle trade unions which had 
been complaining about imports 
of fabrics and finished goods 
from the Far East. A group of 
“protectionist” unions is sched- 
uled to meet in Washington Jan. 
25 to discuss possible retaliatory 
measures. 

The machinists’ action followed 
closely announcement by _ the 
Japanese tool industry that it was 
planning to expand its U.S. mar- 
kets (see P.W., Jan. 16, p. 31). 
Rohr answered that its order in- 
volved only a small amount of 
sample tools to determine the 
comparability of such equipment. 
The company said the tools will 
not be used in production or on 
any government contract. 

But Rohr did point out that an 
influencing factor in the purchase 
was the fact that major aircraft 
producers with licenses to manu- 
facture for Japan have awarded 
major subcontracts for aircraft 
components to Rohr. 

The Chicago electronics parts 
protest was made by Frank Darl- 
ing, president of the (IBEW) 
local, who has been appealing to 
Midwest radio manufacturers for 
two years to stop using Japanese 
and other low-wage country com- 
ponents. 

But reaction from Chicago area 
radio-TV companies ranged from 
“he’s tilting at windmills” and 
“it will never stand up in court” 
to “I wish him lots of luck.” 

Apparently unaffected directly 
by any such boycott would be the 
Big Three of Chicago’s consumer 
electronics picture — Motorola, 


to Stem Imports 


Zenith Radio, and Admiral. 
Motorola, which imports about 
3% of its total components, has 
no bargaining agreements with 
the unions. Zenith has an agree- 
ment with another union, and 
Admiral is as steadfastly opposed 
to Japanese imports as Darling. 

Some smaller radio-TV set 
makers, plus one or more tape 
recorder manufacturers, would be 
affected. A Webcor official said 
Webcor planned to get together 
with Darling—‘I think we can 
work this thing out.” The pur- 
chasing agent for a private label 
maker said he would buy Japa- 
nese components “until some- 
body tells me not to.” But he 
added: “Frankly I'd just as soon 
we didn’t buy anything, but one 
of our biggest competitors is im- 
porting a potful of Japanese 
parts.” 

Darling told PURCHASING WEEK 
he was not exactly clear as to the 
legality of such a boycott, par- 
ticularly with reference to the 
“hot cargo” provision of the 
Landrum-Griffin Act. Attorneys 
were checking the issue. 

Ted Rossman, chairman of 
Pentron Electronics, said his 
company had declined to buy 
any Japanese components even 
though it could have realized a 
saving of 80¢ on certain types of 
tubes alone. 

Darling, citing another com- 
pany, said it closed a plant after 
it found that a switch it was mak- 
ing domestically at a cost of 22¢ 
could be delivered in Chicago 
from Japan for 12¢. But a spokes- 
man for the manufacturer said it 
had built a new plant in a Chi- 
cago suburb with greater effi- 
ciency and a better labor supply 
and that the switch involved was 
“just one item out of the thou- 
sands of switches that we make 
and was insignificant in our total 
volume.” 
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CONTROL AT 


AMERICAN PRESIDENT 


James D. Short, Supervisor of Tabulating, American President Lines 


THE SETTING: American President Lines oper- 
ates 30 cargoliners and 5 passenger liners. To 
make up voyage revenue and budget reports, the 
company collects and sifts mountains of data 
from scattered ports all over the world. 


Reservations from 18 offices, 30 principal 
agents and thousands of travel agencies funnel 
into San Francisco headquarters every 24 hours. 
Facts in foreign weights, measures and cur- 
rencies are converted to U.S. equivalents, sum- 
marized, and printed. The system also produces 
many other important reports. 


THE SYSTEM: Data received is put on punched 
cards. An electronic accounting machine proc- 
esses the cards, converting to U. S. standards, 
and prints the information on a daily summary 
sheet, an interim revenue report. This is revised 
daily as new figures come in and, in its final 
stage, is the final accounting. 


“We did away with 300,000 postings!” 


After a ship has sailed, more incoming data is 
carded and radioed to sea. After a 120-day 
cruise, a budget report is run off, summarizing 
the vessel’s performance —estimated vs. actual. 
A final budget report compiled in 10 days, as 
against 8 man-months, is the basis of manage- 
ment decisions on cargo matters, revenue vol- 
ume, receipts and expenses, equipment needs, etc. 
The system speed-up resulted largely from elimi- 
nating 300,000 tedious manual postings a year— 
a crucial operating gain. The Moore forms in 
the system are the Line’s control in print. 


THE COUNSELORS: “We appreciate the system 
control and the help in forms design which the 
Moore man gave us,” says James D. Short, Super- 
visor of Tabulating. For more details on how 
Moore may be able to help with your problems— 
no matter what kind or size of business— write the 
nearest Moore office. No obligation, of course. 


MOORE BUSINESS FORMS, INC. 


Niagara Falls, N. Y. « Denton, Texas 


Emeryville, Calif. * Over 300 offices 


and factories throughout the U. S., 


Canada, Mexico, Caribbean and 


Central America. 


Build control with 


MOORE 
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CONSTANT SPEED AND TORQUE OF 
EMERSON ELECTRIC MOTORS 


is assured by balanced 
Die-Cast Rotors 


The precision tolerances of the rotors in Emerson Electric 
Motors insure a uniform air gap for constant speed and 
torque. Noise and vibration are kept to a minimum by 
the symmetrical rotor design that provides a porous- 
free casting. The rotor is supported on each side to 
decrease the bearing load and give your application long, 
trouble-free operation. 


EMERSON ELECTRIC MOTORS are custom engineered 
to suit your specific needs. Call us today— you'll like our 
way of doing business! 


EMERSON ELECTRIC of St.Louis + Since 1890 


DEPT. M-16, 8100 FLORISSANT e ST.LOUIS. 36,MO0.e CO 12+1800 
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